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then HE PUBLIC has come to recognize values. It appre-- 


clates as it never did before the worth of insurance. 


Life : : 
Be Economic events of the past few years have built up an 
gram - ° : 
wing acceptance for insurance such as was only approached in 
shter ‘a , ' 
until the past. These same events promise to wield as important 
_" an influence on the business as did war insurance and in- 
iehle ae 
ional fluenza prior to the expansive ’twenties. People today 
were 

3 . . . - 
ss i appreciate that insurance provides a sound backlog of 
ome 
vink ° ° : : 
alk- security and comfort—unobtainable in any other way for 
ie the average family. 
the | F ina - = 
ling Representatives of The Travelers are well equipped to 
iza- 
et meet the discriminating demands of modern insurance re- 
tive quirements. They can offer the Hundred-a-Month Plan 
ent 
- providing protection for 12, 24, 36 or more months. They 
a can offer many splendid forms of Retirement Income. 


They can offer Annuities. They can offer the widest range 
of Accident insurance to fit the pocketbook and hence 
avoid a heavy drain on a family’s finances. 

With valuable combinations of salable contracts, The 
Travelers salesman is enabled to utilize his selling ability 


to the fullest extent and with the best chances for success. 





THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 
THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD . . . . CONNECTICUT 
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a the Sioux were on the warpath 
. . . and again from Fort Lincoln the 
veterans of the Seventh U. S. Cavalry 
rode westward. At their head was Custer 
. +. young, gallant and courageous. 

By his side, for a little way, rode his 
beloved wife, Elizabeth . . . Long would 
she remember that last farewell. 

Sunday afternoon, June 25, 1876, sur- 
rounded on the banks of the Little Big 
Horn and hopelessly outnumbered, 
Custer and his brave men fought des- 
perately . . . until all were killed. The 
news brought sorrow to the nation, and 
to the women at Fort Lincoln... 

With foresight and concern for the 
future of their loved ones, Custer and 
five fellow officers had insured in the 








CUSTER’S LAST RIDE 


New York Life through a representative 
in the Dakota Territory. The Company 
paid $40,000 to their beneficiaries. 

ck ok * 


Since 1845, over four billion dollars has 
been paid to living policy-holders and 
to beneficiaries, chiefly women and chil- 
dren, by this mutual company. These 
payments were made under policies most 
of which would not have been taken ex- 
cept for the earnest efforts of New York 
Life representatives. 

Like thousands of other men and 
women, you may now be thinking of 
your need for life insurance and a safe 
investment. Talk with a New York Life 
representative about a plan suited to 
your needs, for your family and yourself. 

















“HAVE YOU EVER THOUGHT OF IT 
LIKE THIS?” 


If Custer had lived to retirement age, as an 
army officer he would have been protected by 
a government pension for the rest of his life. 
. .. His wife was protected by his New York 
Life policy which was paid when he was killed 
at the early age of 37. 

Today you too can have the comfort and 
security of ‘double protection’... that is, a New 
York Life policy guaranteeing you a retirement 
income of $100, $200, $300 a month or more, 
for a comfortable old age, and insurance for 
your loved ones in event of your prior death. 


Let life insurance do for you all that it can. 
Ask our representative about our plan. Or write 
for our booklet ‘Retire With A Life Income.’ 


Make Life Insurance 
The Foundation of Your Financial Program 








SAFETY IS ALWAYS THE FIRST CONSIDERATION ... NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A MUTUAL COMPANY FOUNDED IN 1845 






THOMAS A. BUCKNER, President 


(The above advertisement appears in October in The Saturday Evening Post, Collier’s, Time and The Literary Digest.) 
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Interest in “Par” 
Annuity Is Seen 






Company Actuaries Debate Bene- 
fits Possible from Unguaranteed 
Factor in Return 










PROVIDES SAFETY VALVE 






Possibility Some Contracts of This 
Type May Be Placed on Market 
Around Jan. 1 














NEW YORK, Oct. 18.—To meet the 
demand of an annuity-conscious public 
and yet not find themselves out on a 
limb in the matter of guaranteeing fu- 
ture earnings, life company actuaries are 
discussing participating annuities with 
considerably more than academic inter- 
est and it is possible that one or more 
of the major compan-es may introduce 


such contracts around Jan. 1. 

The trend toward higher annuity 
rates and lowered limits on annuities 
and annuity-single-premium life combi- 
nations has proved a marked handicap 
to a number of agents writing large 
sized cases, as there are often times 
when the combined annuity market falls 
far short of supplying all that could be 
soid. 

Action Considered Inevitable 

While it is naturally irritating for 
such men to find a newly awakened mar- 
ket being partially closed to them, the 
more thoughtful among them realize 
that the companies have no alternative 
but to cut limits and raise rates when 
they are guaranteeing interest rates and 
mortality far into the future. — 

Such agents are pinning their hope of 
supplying their prospects to the partici- 
pating annuity and are very anxious that 
the companies work out some method 
by which they can continue to write 
large annuities, but with a safety vaive 
or margin which can be adjusted from 
tme to time to meet immediate condi- 
tions, freeing the actuaries of today 
from the necessity of determining what 
the interest and mortality rates will be 
50 years from now. 

Exeess as Margin of Safety 
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American Life Convention 
to Move to Chicago Soon 





WILL SEEK OFFICE LOCATION 





American Service Bureau Will Follow 
the Parent Organization—City Will 
Be More Convenient 


Now that the American Life Conven- 
tion membership voted to transfer the 
headquarters from St. Louis to Chicago, 
it is expected that new quarters will be 
secured in a short time and the Chicago 
office will be opened about Dec. 1. Col. 
C. B. Robbins, manager and general 
counsel, has looked over some of the 
office buildings in Chicago and undoubt- 
edly will locate somewhere in the busi- 
ness district, probably in some Mich- 
igan avenue building. The American 
Service Bureau will be moved to Chi- 
cago at the same time and have offices 
adjacent to the convention proper. 


Staff Is Particularly Strong 


The American Life Convention staff 
is unusually strong and effective. This 
also can be said for the American Serv- 
ice Bureau. The two organizations have 
built up a very efficient and intelligent 
personnel. Ralph H. Kastner, asso- 
ciate counsel and chairman of the legis- 
lative bureau, has been with the organ- 
ization since his youth, in fact starting 
when it was located in Omaha. M. E. 
Benson, attorney, is giving his attention 
largely to legal affairs and impressed 
all with his grasp of the subjects. It 
was pleasing to the membership that 
Miss Mildred Hammond, private secre- 
tary to the general manager, is made 
assistant secretary. Miss Hammond is 
a business woman of fine experience and 
is very proficient in her work. 


Many Want Name Changed 


While no action was taken at the Chi- 
cago meeting as to changing the name 
of the organization, there is a distinct 
movement in favor of giving it a more 
distinctive title. Many have to explain 
just what the organization is when the 
“American Life Convention” is men- 
tioned. Some of the older members 
have considerable sentiment about the 
name and cling to it. The subject un- 
doubtedly will come up at the annual 
meeting next year. While other cities 
have made bids for the annual meeting 
it is likely that Chicago will be the 
permanent meeting place, at least for al- 
most every session. The Edgewater 
Beach hotel is an ideal place for the 
gathering and Chicago is a convenient 





The probable plan for a participat- 
ing annuity would be a guaranteed 
yearly income of a certain amount which 
would normally be increased by a non- 
guaranteed amount. Because of not 
having to guarantee the total amount, | 
it would probably be possible usually to ' 
make the sum larger than the present 
y scale, which is guaranteed. It entails 

a different approach to the participating 
idea from that contained in life insur- 
ance, for with the participating annuity 
the excess would be a margin of safety | 
rather than share in earnings. Also it 
would continue at the same level as the 
annuitant grew older, and would not 
increase, as life insurance dividends do. ! 
A somewhat different plan has al- | 
teady been introduced by a mid-west- | 















point for the great majority of com- 
panies. Inasmuch as a company now 
feels it necessary to send a number of 
men to the meeting owing to the va- 
rious sections, the matter of time and 
expense have to be considered. It is 
likely that there will be a number of 
new members come into the organiza- 
tion in the not distant future. The an- 
nual fee has been reduced to $7,500 and 
some companies have already signified 
their desire to be admitted. 








ern company, a 
paid and used to buy additional amounts 
of annuity. 


in which a dividend is 


The dividend decreases 
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Northwestern Mutual to 
Increase Dividend Scale 


FOURTEEN PERCENT HIGHER 





Second Big Company Announces 
Higher Return—Revised Manual to 
Be Distributed Nov. 1 


MILWAUKEE, Oct. 18.—Percy H. 
Evans, vice-president and actuary of 
the Northwestern Mutual Life, is ad- 
vising agents of the company in a cir- 
cular, that a revised dividend manual 
for 1935 will be read for distribution 
about Nov. 1. Dividends payable in 
1935, on 1908 to 1934 issues, represent 
an aggregate increase of 14 percent 
over the 1934 apportionment. These 
are the cash dividends payable on the 
1935 policy anniversaries under the in- 
creased 1935 scale of dividends, taking 
all ages, plans and durations together. 


Permission Is Given 


The New York insurance department 
has permitted the Connecticut Mutual 
to advise agents that an increase has 
been authorized, so the Northwestern 
Mutual also is permitted to release the 
information contained in the circular. 

The 1935 dividends under option set- 
tlements and other funds left with the 
company under interest agreements are 
on a 4.4 percent basis. Heretofore the 
rate has been 4.6 percent. 





Hendricks in Pacific Northwest 


The American National of Texas has 
appointed A. A. Hendricks manager for 
Oregon and southwestern Washington, 
with headquarters in Portland. 





Sales Off in September; 
Nine-Month Total Ahead 


NEW YORK, Oct. 18.—New 
life sales for September showed 
a decrease of 4.5 percent, although 
the total for the first nine months 
showed an increase of 11.1 per- 
cent, according to the Life Presi- 
dents Association. The total new 
business of all classes written by 
the 42 Life Presidents member 
companies (having 83 percent of 
the total in force) was $551,556,000 
compared to $577,776,000 in Sep- 
tember, 1933. New ordinary in 
September totaled $359,534,000, a 
decrease of 4 percent from 1933 
total of $374,643,000. In industrial 
there was a decrease of 5.1 per- 
cent with a total of $170,935,000 
and $180,105,000 in 1933. Group 
with a $21,087,000 total decreased 
8.4 percent from last year’s total 
of $23,028,000. 

The nine months total for all 
classes in 1934 was $6,395,381,000 
and $5,758,935,000 last year. The 
nine months ordinary total was 
$4,168,626,000, an increase of 9.3 
percent; industrial, $1,865,454,000, 
an increase of 10 percent; group, 
$351,301,000, an increase of 54.3 
percent. 
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Insurance Rating 
Subject to Fore 
Issue Comes to the Front with 


the American Life Con- 
vention 





DANGER IS POINTED OUT 


A. M. Best and His Associates Contend 
That They Are Serving the 
Public Will 


The subject of life insurance company 
ratings came to a head at the annual 
meeting of the American Life Conven- 
tion in Chicago, when the special com- 
mittee appointed by the organization 
supplemented later by the members of 
the executive committee, officials and all 
past presidents, conferred on the sub- 
ject after the special committee had en- 
tered into lengthy discussions with Al- 
fred M. Best and his associates, engaged 
in the publishing of “Best’s Insurance 
Reports.” In palmy days of life insur- 
ance, almost all companies enjoyed an 
“A” rating. Then came the economic 
collapse causing some companies to 
slide down the scale, being in the “B” 
or “C” class or with ratings omitted or 
not having been engaged in the business 
sufficiently long to be entitled to a rat- 
ing under the Best plan. The companies 
therefore outside of the “A” class have 
objected very strongly to the practice 
and eventually some of the “A” com- 
panies complained that the rating desig- 
nation was harmful and was being used 
destructively. 


Will Investigate the Subject Further 


The upshot of the conference was that 
both sides agreed to investigate the sub- 
ject more fuliy. Mr. Best took the posi- 
tion that perhaps no one could tell at 
this moment just how this information 
should be set forth. Undoubtedly the 
insurance buyers appreciate a rating. 
They have been accustomed to dealing 
with “A” companies as a whole and 
therefore they do not understand the 
distinction between the gradation. If 
the buyers feel that a person or organi- 
zation speaks with some degree of au- 
thority they are willing to take his ver- 
dict, 


Formula Is Applied Impartially 


The A, M. Best Company worked out 
a formula that it felt was logical and 
equitable. So far as the formula itself 
is concerned, it is agreed that the Best 
Company has applied it impartially. The 
question has naturally arisen as to 
whether a governmentally regulated bus- 
iness like insurance or banking should 
be rated by an independent concern or 
by anyone that has-no connection with 
the government. Suppose, for instance, 
some organization started to rate banks. 
Those below. the “A” class, it is argued, 
would immediately feel the repercussion 
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Expect Advertising by Life Companies to Be 
: Big 1935 Development 


eeEw YORK, Oct. 18—The year 
1935 should be an important’ and per- 
haps decisive one for the cause of na- 
tional advertising by life companies. A 
number of ortstanding companies are 
making their first serious steps in this 
direction and many other- similarly sit- 
uated companies will be watching from 
the sidelines with intense interest. 

If 1935 indicates that national adver- 
tising is the wise course for the average 
company doing a nation-wide business, 
there is likely to be quite a movement 
in that direction, for there are many 
company officials who are sold on the 
idea but with certain reservations which 
will probably hold them back until they 
learn more from actual results achieved 
by companies in positions comparable to 
their own. 


Attitude Depends Much on 
Results of Next Year 


If ‘on the other hand, results next 
year are so nebulous ass to be unapprais- 
able, it is probable that adoption of na- 
tional advertising will be a long, grad- 
ual process, with belief in its efficacy 
largely a matter of faith until its 
achievements’ can be assayed over a 
long period. 

Companies licensed in New York 
State and having $100,000,000 or more 
insurance in force spent $3,738,704 on 
advertising in 1933. Not all of this, of 
course, was in newspapers or national 
magazines. In 1932 they spent $3,833,- 
205 and in 1931 slightly more than that, 
$3,875,442. However, even the 1933 fig- 
ure shows a big increase over five years 
earlier, for in 1928, a prosperity year, 
they: paid out only $2,375,992 for ad- 
vertising. : 

Life companies, of course, are limited 
in their advertising expenditures by sec- 
tion 97 of the New York insurance law, 
which fixes first year expense limita- 
tions and provides among other things 
that 60 percent of advertising outlay 
shall be charged to first-year acquisition 
cost. Practically all life companies, 





Dean American College 
of Life Underwriters 














DAVID McCAHAN 


David’ McCahan, who for the past six 
years ‘has been secretary and assistant 
dean of the American College of Life 
Underwriters, was recently elécted dean, 
succeeding Dr. S. S. Huebner, who be- 
comes president. 

The new secretary of the college is 
John A: Stevenson, home office general 
agent of the Penn Mutual Life. 


however, could spend a great deal more 
than they do and not go over the sec- 
tion 97 expense limit. 

The group of companies previously 
mentioned had in 1932, the last year 
for which figures are published, an ag- 
gregate margin under section 97 of $18,- 
554,491. If they had chosen to use up 
all this margin in advertising, they 
could have spent about $31,000,000 more 
in advertising than they did. 

It should be noted, however, that 
nearly half of this aggregate margin is 
accounted for by the Metropolitan and 
Prudential, both of which already have 
extensive national advertising programs. 
Eliminating these two companies from 





consideration, about $15,000,000 addi- 
tional could have been spent on adver- 
tising in 1932 without exceeding the 
limit. The margin was fairly evenly dis- 
tributed, varying in general with the 
size of the company, although there 
were a few exceptions to this rule. 


Advertising Bill Is Small 
Compared to General Business 


However, even if life companies spent 
everything they could on advertising 
that section 97 would permit them to, 
they would be spending moderately as 
compared with many other businesses. 
Other lines have the incentive of de- 
creased unit cost with increased volume, 





Study Replaced Business 


High Termination Rate Experienced on Rewritten Policies and 
Especially on Term Forms—Office Management Data Is Presented 





An unmistakable trend toward very 
high termination rates for replaced busi- 
ness whether inter-company or intra- 
company, was shown in the figures pre- 
sented by the conservation committee 
at the Life Office Management Asso- 
ciation’s meeting in Harttord. D. G. 
Mix, assistant superintendent of agen- 
cies of the State Mutual Life, is chair- 
man of the committee. The report criti- 
cised the tendency of some companies 
to follow the ostrich principle of stick- 
ing their heads in the sand in regard to 
replacements. Some companies seem 
to have little interest in how much of 
their business or any other company’s 
business they rewrite or the persistency 
of the business after it is rewritten. This 
attitude was criticised. Every company 
should know fairly accurately how much 
of its business represents rewritten in- 
surance, its own and other companies. 
Regardless of the rightness or wrong- 
ness of procedure, this type of business 
tends very definitely to a high lapse 
ratio. The control of rewritten busi- 
ness is a tremendous problem. This 
can be accomplished by educating 
agents and possibly policyholders. The 
companies that have not analyzed re- 
written business on the basis of per- 
sistency may be due to a rude awaken- 
ing, the report said. 


Lapse Ratio on Replaced 
Business Double General 


The inter-company replaced business 
of ten companies rewritten from Jan. 1, 
1932, to April 30, 1932, was analyzed. 
There were 121 replacements for $1,616,- 
000 of insurance. On June 30, 1934, 
there were still 67 policies for $1,044,- 
500 in force and 54 policies for $572,500 
had been lapsed, or a 35 percent lapse 
ratio. This compares with average gen- 
eral lapse ratio of 18 percent for the 
same companies for the first four 
months of 1934, making the lapse rate 
for replaced business slightly less than 
twice the general rate. In considering 
the number of cases it was found that 
55 percent of the entire group remained 
in force at the end of the period and 
45 percent were lapsed. 


Company May Lose 
Term Business Later 


In analyzing term business replace- 
ments, it was found there were 53 term 
policies for $843,000, representing 44 
percent of the total. replacements by 
number and 52 percent by amount. This 
indicates that a much higher than ordi- 
nary percentage of replaced business 
tends to be term. It is well known that 





term insurance has a much higher ter- 





mination rate than ordinary business 
and the report points out that it seems 
logical to assume that where term re- 
places a permanent form of protection 
in other companies, the chances that 
the policy will remain in force for a 
two year period are about one in four 
and that by the end of two years 75 
percent of the term replacements will 
probably not be in force. 

Another angle is that term business 
under the inter-company agreement is 
open business with practically all com- 
panies and therefore there is no as- 
surance that even when the term is con- 
verted it will be done in the same com- 
pany. 

The figures of the individual com- 
panies on term replacements vary 
widely, one company having no term re- 
placements and another 95 percent by 
amount and 73 percent by number. This 
latter company, however, showed a bet- 
ter persistency on replaced business 
than on the total business for the same 
period. Interpretation of this fact was 
not attempted. 


Three Companies’ Experience 
on Replacements Is Studied 


Because intra-company replacements 
are greater in amount than inter-com- 
pany replacements, a special study was 
made of the experience of three com- 
panies’ business. One company which 
had 969 policies for $5,681,438 replaced 
within the company from July 1 to Dec. 
31, 1931, had only 41,23 percent in 
amount and 41.07 by number of these 
policies still in force on June 30, 1934. 
At the same time its general lapse ratio 
was only 17 percent for the first six 
months of 1934. Term insurance rep- 
resented 50.26 percent by policies and 
67.82 percent by volume of the total re- 
placed business. At the end of three 
years 65.09 percent by number and 
63.34 percent by volume of this busi- 
ness was not in force, compared with 
the 17 percent general average. 


Lapse Ratio Over 
Double General Rate 


In an analysis of another company’s 
replaced business it was found at the 
end of three years that 46.31 percent by 
number and 45.96 percent by volume 
was no longer in force compared with a 
20 percent general lapse ratio. Term re- 
placement business showed a lapse ratio 
of 61.9 percent by number -and 63.14 
percent by volume. 

The third company had much better 
experience on its replaced business with 
only 15.76 percent by number and 18.54 

(CONTINUED ON PAGE 9) 


but this factor applies in limited degre, 
to life insurance, particularly under th 
present commission form of compensa. 
ing for new business. 

Advertising agencies, in urging the 
use of national advertising, minimiz 
the importance of sales resulting from 
readers who send in coupons, saying 
that many companies feel that the agent 
needs to be interpreted to the public, to 
be put in a friendly and understandable 
light, and to offset the unfortunate 
frame of mind that has sometimes been 
engendered by _ over-aggressive and 
otherwise objectionable agents. 


Ad Men Say Campaign 
Develops Whole Field 


One of the strongest points made by 
advertising men is that advertising will 
enable the company to reach beyond the 
agent to people who will not see the 
agent, to whom he has no entree nor 
any means of getting one, or of whom 
perhaps he has never heard. Further 
more, they point out that it is a means 
of talking to wives, who often oppose 
premium outlay. 

Against the feeling by some life in- 
surance officials that increased advertis- 
ing by more life companies will merely 
result in increased cost without benefit 
to anyone, advertising men state that 
their experience has proved that the 
more advertising is done by a certain 
industry, the more that entire field is 
developed, because of competition be- 
tween industries for the consumer’s dol- 
lar. 


Even Smaller Companies 
Can Make Good Showing 


One interesting point which the ad- 
vertising men bring up is that a rela- 
tively moderate-sized company in the 
life field can make a national advertis- 
ing showing which will compare favor- 
ably with that of much larger com- 
panies, as with very few exceptions no 
life company spends much more than 
$100,000 a year on national advertising, 
which would not be a burdensome amount 
for most fair-sized companies. On the 
other hand, if a moderate-sized soup 
company, for example, were to try to 
rival the Campbell soup advertising 
program, it could go broke in short 
order without even coming close to the 
larger company’s advertising outlay of 
results. 


Insurance Communion Take 
Part in Direct Mail Meet 





Twelve major insurance companits 
were represented at the informal lunch- 
eon held in conjunction with the Direct 
Mail Advertising Association sessions 0 
Boston. C. S. Crummett, chairman 1” 
surance section of the users attendance 
committee, was responsible for the gath 
ering. Life companies and their repre- 
sentatives taking part were: 

Acacia Mutual Life, Washington, 7: 
M. Rodlum, advertising manager. 

Columbian National Life, Boston, L- 
L. Howard, advertising manager. 

Connecticut Mutual Life, Hartford, 8 
C. Berger. 

John Hancock Mutual Life, Bostot 
H. H. Putnam, manager publicity de 
partment, J. A. Pierce and Margaret 
Divver. 

Seven insurance companies wef 
among companies selected for the Fifty 
Direct Mail Leaders in the United States 
and Canada: Acacia Mutual Life, Aetna 
Life, Boston and Old Colony, Federal 
Hardware & Implement Mutuals, Hard- 
ware Dealers Mutual Fire, Massachv- 





setts Mutual Life, and Reliance Life. 
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Californians Fight 
Sinclairism Idea 





: Life General Agents, Managers 


PASO M went eet Teg” 


OBR LIT ERENT CIF 


Hold Non-Partisan Meetings 
to Oppose Trend 





J. B. LEVISON SPEAKER 





Rallies in San Francisco and San Jose 
Arouse Insurance Men to Threat 
in Coming Election 





SAN FRANCISCO, Oct. 18.—Thor- 
oughly aroused at the economic threat 


) which confronts insurance in the com- 


| ing gubernatorial election in California, 


insurance people of the state, while not 


§ aligning themselves with any candidate 


SP Daa ee eee 


peseeny ENSUE 






y and keeping the matter strictly on a 


non-partisan basis, are exerting them- 
selves to protect the policyholders from 


' what is coming to be generally known 
' as “Sinclairism.” 


At a meeting of life 


insurance general agents and managers 
in San Francisco last week, J. B. Lev- 
ison, president of the Fireman’s Fund, 
told of these economic dangers and the 
following day W. R. Spinney, president 
of the San Francisco Life Underwriters 
Association and D. E. Mooney, chair- 
man of the legislative committee of the 
association, appeared before a group of 
life insurance men in San Jose. 

On Monday of this week the San 
Francisco association was addressed by 
Lewis F. Byington, president of the 
Public Utilities Commission of San 
Francisco on “Americanism,” followed 
on Tuesday by a meeting of general 
agents and managers with Insurance 
Commissioner Mitchell at which the 
threat to life insurance was discussed 
at further length. 


Big Insurance Rally 


With J. B. Levison as the principal 
speaker, more than 1,000 people from 
all branches of insurance in San Fran- 
cisco will gather in the Stock Exchange 
Auditorium to learn more about the 
present situation. In the notice of the 
meeting sent out by the San Francisco 
Life Underwriters Association, it said: 

“Legal reserve life insurance is faced 
with the threat of influences which have 
publicly declared for the destruction of 
private industry and of business profit. 
The following quotation is taken from 
‘Epic Answers,’ page 15: ‘Salesmen, 
clerks in retail stores will of course be 
needed under EPIC but those salesmen 
who travel around persuading merchants 
to buy one brand instead of another 
brand equally good, and those house-to- 
house canvassers who are ringing door- 
bells, represent pure social waste. The 
task of the latter is humiliating; one 
of the last refuges of victims of our 
present system * * * insurance men. 
The same thing applies to the insurance 
business. Under a state system, insur- 
ance becomes a superfluity, because the 
state has ample capital to cover its own 
losses. Insurance men, an educated and 
thinking group, will be welcomed as ad- 
sunistrators under the EPIC system 
_Commenting on the situation, the San 
Francisco “Chronicle” says: ‘Leaders 
ot the life insurance business are much 
concerned, and rightly so—not because 
such a program will seriously affect 
their business but because, as one ex- 
ecutive has stated, ‘we would be derelict 
' our duty to policyholders if we did 
not point out these conditions. Pol- 
\cyholders in California stand to lose 
actual property which they have ac- 
cumulated by thrift through the efforts 

(CONTINUED ON PAGE 11) 





Des Moines Chairman 

















NELSON 


M. C. 

M. C. Nelson, who was recently ap- 
pointed chairman of the general con- 
vention committee in charge of local ar- 
rangements for the convention of the 
National Association of Life Under- 
writers in Des Moines next year, is 
manager of the Iowa state agency of 
the Equitable Life of New York. He 
has been in the business since 1909, all 
of the time with the Equitable. He 
started in Little Rock and in the next 
year was appointed Arkansas supervisor. 
In 1912 he was transferred to St. Louis 
as supervisor of Missouri and was ap- 
pointed agency manager at Springfield, 
Ill, in 1914. He was later transferred 
to Philadelphia as agency manager of 
eastern Pennsylvania and was _ trans- 





Sales Records Are Established 
by Companies and Agencies 





Lincoln National Life—Paid business 
for first nine months increased 58.7 per- 
cent, a gain being shown every month. 

Two general agents have maintained 
perfect lapse rates to date this year. 
They are: D. M. Hodges, Winston-Sa- 
lem, N. C., and J. H. Geer, C. L. U., 
Akron, O. Also outstanding are: O. F. 
Gilliom, general agent, Berne, Ind., with 
a lapse rate of 1.3 percent for the year 
to date, and Clyde Chaddick, San An- 
tonio, with a lapse rate of 2.8 percent for 
the year. The three leading general 
agencies in conservation work are: V. J. 
Harrold agency, Fort Wayne, Ind.; D. 
M. Hodges agency, Winston-Salem, and 
G. E. Kremer agency, Fargo, N. D. 


American National, Tax—Nine-month 
ordinary paid sales gained 78 percent, 
written, 37 percent. September paid in- 
creased 80 percent, written, 28 percent. 

* * 


Gulf States Security Life—Business 
written in past six months showed 100 
percent increase. Around $40,000,000 in- 


surance now in force. 
* * * 


Ohio State Life—Nine-month paid 
business increased 50 percent. Septem- 
ber sales increased 36.9 percent. Every 
month this year Pa shows an increase. 


Columbian National Life—Nine- 
month totals show mortality improve- 








ferred from Philadelphia as Iowa man- 
ager in 1926. 

In 1925 the Iowa agency ranked 19th 
among the Equitable agencies while in 
1931 it was third. In 1919 Mr. Nelson 
personally produced $1,227,000, which 
was his largest year. 








sults: 


sum? 


for three years at least. 


Independence Square 





His Program Starts 


This, simply stated, is the Salary Continuance 
idea, which everywhere is bringing remarkable re- 


When a man can buy a policy for only $3,000, and 
the minimum requirements for the support of his wife 
and child in the event of his death would be $1,000 a 
year, is it not better for it to be paid at that rate, in 
monthly installments, rather than in a $3,000 lump 
He has then started a program, and assured 
the carrying out of his plans for his wife and a child 


We are enthusiastic about the simplicity of this 
appeal to the average salaried man. For three reasons. 
First, because it does so completely meet the immedi- 
ate need of the average salaried man. Second, because 
it starts him on a protection program which can be 
expanded when his circumstances permit. Third, be- 
cause it literally “sells itself.” 


THE PENN MUTUAL LIFE INSURANCE CoO. 


WM. A. LAW, President 


Philadelphia 




















ment of more than 10 percent; new paid 
business increase of more than 20 per- 
cent; holding of cash and government 
bonds up over 65 percent. September 
was the best month in five years on 
number of policies issued. 

* 


Bankers Life of Iowa—‘“Admiral” O. 
B. Jackman’s cruiser fleet won the Sep- 
tember sales contest in  president’s 
month campaign with $2,298,786 in new 
business written. The other contenders 
placed as follows: Dreadnaught fleet, 
headed by “Admiral” W. W. Jaeger, 
$1,780,718; submarine fleet, led by “Ad- 
miral” W. F. Winterble, $1,710,284. All 
fleets produced a grand total of $5,797,- 
788 in new business, the largest single 


month’s production since September, 
1932. The gain over September, 1933, 
was 37.3 percent. Nine-month gain 


13.1 percent. Leading agency in Sep- 
tember was Paul Root’s Pittsburgh of- 
fice with $277,088. J. A. Spargur, Des 
Moines, was second with $273,852. 

* x 


Hamilton National Life—September 
gained 50 percent over August. 
ee 


Great American Life, Tex.—September 
was the best month since May and was 
42 percent ahead of September, 1933. 

* = 


Amicable Life—September gain of 8.9 
percent over the previous high Sep- 
tember (1931); gain of 31 percent over 
last year, 

‘ _* 

National Fidelity Life — September 
gain 37 percent. 
* * 

Kansas City Life—$s0,000,000 of in- 
surance sold in the first nine months, a 
gain of $26,000,000. President J. B. 
Reynolds predicts that year’s total will 
come close to the banner year of 1929, 
when $104,008,000 was sold. 


Seaboard Life, Houston—President 
Burke Baker states that the $17,000,000 
mark of insurance in force was passed 
Sept. 1. On Dec. 31, 1929, it had $12,- 
592,230. Its gain therefore during the 
depression years, has been 35 percent. 

* 


Texas—Life insurance sales during 
the first nine months in Texas, especi- 
ally by Texas companies, showed an 
increase of 20 to - percent. 

* * 


Old Line Life, Wis.—Increase of 24 
percent on life premium income for 
eight months. Annuities increase 50 per- 
cent and new accident and health pre- 
miums are up oe percent. 

* 


Volunteer State Life— Nine-month 
net paid increase in new business 22 
percent. 

% *£.* 

George Washington Life—Increase of 
19 percent in volume in new applications 
written during September. Paid for 
business increased 63 percent. 


Reliance Life—New paid business in 
September totaled $3,373,453, an in- 
crease of 35 percent. Accident and 
health sales increased 25 percent. 

Nine-month sales total $28,851,220 in 
life insurance, a gain of 36 percent. Ac- 
cident insurance was increased 37 per- 
cent for the same period and health in- 
surance has shown a gain of 23 per- 
cent. 

*x* * * 

A. F. Gillis, Newark, Provident Mutual 
Life—Gain of 218 percent in new busi- 
ness premiums for the first nine months. 

Texas agency, Lincoln National Life— 
Increase of 57.1 percent in sales for first 
nine months and a decrease of 34 percent 
in lapses. San Antonio agency showed 
an increase of 51.5 percent in paid busi- 
ness; the Amarillo agency, 200 per cent; 
El Paso 32.5 percent; Beaumont, 100 
percent. 

Chicage Clearing House Branch, New 
York Life, Frederick Bruchholz, agency 
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THE FIRST OF A SERIES 


(This advertisement appears in the Saturday Evening Post, 
October 20, 1934; and in Time October 29, 1934). 
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important than Human Lives 


If you had lived 175 years ago you couldn’t have bought 
life insurance in this country if you had wanted it. Insurance 
on ships and cargoes, yes. But not life insurance as we know 
it today. Ships had a recognized value. Human life didn’t 
count for much in those days. 

Today life insurance has proved itself to be so dependable an 
investment and protection against future needs that most men 
would give up any other investment rather than part with it. 

Here are a few of the benefits last year which life insur- 
ance companies in the United States were able to bring to 
those who held on to their life insurance: 

More than 3 billion dollars were paid back 
to policy holders and beneficiaries. 
More than 2 billion dollars of this huge 
sum were paid to living policy holders. 
As a result of these payments, thousands 
é of families were made free from money 
worries in the years to come. 
Now, look at a less happy side of the picture. Last year 
about 50,000 persons died in the United States after giving up 
their life insurance the year before. The loss to the dependents 
of these persons was approximately 40 million dollars. Keep 
up your life insurance if it is humanly possible for you to do so. 


A National Life representative will be glad to help you 
decide what life insurance plan is best for your particular 
needs and circumstances. Look up “National Life of Vermont” 
in your telephone book. Or write direct to our home office. 


NATIONAL LIFE 


INSURANCE COMPANY 


Wi tia VERMONT 


director—Ahead of paid pro rata top 
allotment for first three-quarters; passed 
new organization allotment for year 
with an excess. 

Kellogg Van Winkle, Southern Cali- 
fornia, Equitable Life of New York— 
Nine-month premium total increased 
$29,000. Volume on paid business equal 
to 95 percent of 1933 total. 

H. S. Standish, Los Angeles, Sun Life 
of Canada—Nine-month increase of 25 
percent in new paid life business. An- 
nuity sales 25 percent ahead. Branch 
leads agencies of the company in the 
Unitea States. 

W. L. Nash, San Antonio, Tex., North- 
western National Life—September paid 
business gains 300 percent. 

D. O. Johnson, San Antonio, Tex., 
Minnesota Mutual Life—Increase of 42 
percent in business placed for the first 
nine months. 

T, E. McCarthy, district manager Co- 
lumbian National Life, connected with 
the Edmund E. Lamb agency of Chicago, 
wins presidency of the Star Producers’ 
club, being the first agent to qualify. 

E. W. Owen, Detroit, Sun Life of 
Canada—Paid for $324,080 of new busi- 
ness in September, a 40 percent gain. 

Wilmer M. Hammond, Los Angeles, 
Aetna Life—September premium volume 
was the largest this year with a gain 
of 63 percent. 

H. A. Hedges, Kansas City, Mo., 
Equitable Life of Iowa—50 percent gain 
in paid business in September. Nine- 
month total 62 percent ahead. 

J. L. Atkins, Durham, N. C., Columbian 
National Life—September life sales ex- 
ceed $200,000 and accident business 
$180,000. Business for the year increased 
400 percent. Sales best in history due 
to increased price of tobacco. 





President Names Actuarial 
Group on Social Insurance 





An actuarial commission of five in- 
cluding two life insurance company 
presidents has been appointed by Presi- 
dent Roosevelt to conduct research in 
the realm of social insurance and pro- 
duce recommendations. M. A. Linton, 
president of the Provident Mutual Life, 
is a member of the commission repre- 
senting the Actuarial Society of Amer- 
ica. T. A. Phillips, president of the 
Minnesota Mutual Life, represents the 
American Institute of Actuaries. The 
other members are: Prof. H. L. Rietz 
of the University of Iowa, J. W. Glover, 
chairman department of mathematics 
University of Michigan, and Professor 
A. H. Mowbray, University of Cali- 
fornia. 





Prudential’s Anniversary 


Attended by Dignitaries 


NEWARK, Oct. 18.—More than 400 
of the most prominent men in New Jer- 
sey accepted invitations to attend the 
59th anniversary reception of the Pru- 
dential to be held at the home office. 
This event, an observance of the found- 
ing of the Prudential in 1875, is in real- 
ity an annual reunion for leaders in the 
political, business, financial, professional 
and religious life of the community. 
There was no speaking at this informal 
gathering. A buffet luncheon was 
served. 

Governor A. Harry Moore and United 
States Senators H. F. Kean and 
W. Barbour were among the distin- 
guished guests received by E. D. Duf- 
field, president of the Prudential, and 
other executives. 


Attacks Frazier-Lemke Act 


Suit alleging that the Frazier-Lemke 
act is unconstitutional was filed in fed- 
eral court at Toledo, O., by the North- 
western Mutual Life. An _ injunction 
was sought to restrain B. F. Reynolds, 
Fort Jennings, O., from resorting to 
section 75 of the federal bankruptcy act 
which permits a five-year moratorium 
on farm mortgages. 

A suit has been filed in federal court 
of Kansas City, Mo., by the Mutual 
Benefit Lift to test the constitutionality 


Use of Uniform Change of 
Beneficiary Clause Aske 





PHRASEOLOGY IS SUGGEsTp 





Chaotic Field Should Be Systematiz, 
Arthur F. Gruenwald Tells Chicag, 
Life Insurance Lawyers Club 





Attorney Arthur F. Gruenwald of 
Chicago, in addressing the meeting ¢j 
the Chicago Life Insurance Lawyer; 
Club Tuesday evening of this wee 
submitted a change of beneficiary clays. 
which he suggested be universal}, 
adopted by all life companies in liey ¢j 
all other modes and forms of chang 
The Gruenwald clause reads as follows. 

“The insured shall have the right t 
change the beneficiary (unless specif. 
cally waived by him) by written an 
signed request addressed and mailed t 
any agent of the company, authorize 
for this purpose, who shall issue an ep. 
dorsement to be affixed to the policy. 
But such endorsement shall be date 
and such change shall be effective, x 
the exact time of mailing the request as 
shown on the container, by the date anj 
time stamp affixed by the United States 
postoffice, unless the written and signed 
request be presented in person or by 
agent of the insured, in which latte 
event, the company shall mark it with 
the exact time and date of presentment 
and that shall govern.” 

And it is further suggested that by 
appropriate form the companies procure 
the consent of all insured to endorse 
this change on their old polices, thereby 
making a universal, equitable and les 
hazardous system. 

Mr. Gruenwald contended that the 
change of beneficiary clause presents a 
great unorganized and _ chaotic field 
which should be brought into systematic 
order immediately, to save vast sums 
and time for the companies and bene- 
ficiaries. 

While it may not be possible to create 
a simple, universal system until the stat- 
utes of some states are amended, and 
without considerable cost to the com- 
panies to call in and amend their old 
outstanding policies, still he expressed 
the belief that no policy ever contained 
nor any court ever interpreted the 
method he suggested, yet it is the sin- 
plest, most effective and most equitable 
mode available. 


Percy Sullivan Trial Postponed 
The trial of Percy Sullivan which was 
scheduled to get under way this week in 
Salem, Ill., was postponed until the 
January term because of the illness o! 
his attorney. He is charged with imper- 
sonating an employe of the Illinois in- 
surance department in effecting com- 
promise settlements under policies in 4 
mutual benefit association, which he was 
operating. Years ago Sullivan had 2 
mutual fire insurance company in De- 
catur and also had the Illinois National 
Fire at St. Louis. He was in hot water 
for a time in connection with the op 
erations of these companies. 


Paying Register Life Claims 
DAVENPORT, IA., Oct. 18.—Ful 
payment of death claims of the Registe! 
Life of Davenport, amounting to $100, 
000, including payment. on_ supple 
mentary contracts and interest on funds, 
was made this week by the Guaranty 
Life of Davenport, which took over the 
Register under receivership proceedings. 


Loomis at Georgia Meet 


ATLANTA, Oct. 18.—J. L. Looms. 
president of the Connecticut Mute! 
Life, was the guest of his Georgia agen! 
at a dinner here. The occasion was @ 
meeting of the Georgia agents of the 
Atlanta and Macon offices of the com 
pany, about 25 being in attendance. 


: 
Baxter Maddox, general agent in nort! 








of the Frazier-Lemke law. 


Georgia, was the host. 
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3 % insurance policy, which provides whole life benefits with 
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aun want to pay a lower : this guaranteed form by no other company. S88 
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: first five years. And the regular ee 
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are guaranteed cost 
e stat: features, by no 
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ir old I don't want just term insurance.”" 
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* “This is a real whole life policy ... and 
Ps % everything about it is GUARANTEED. 
‘table 3 It accumulates just as surely for your old 
ble x age as any policy . . . but during the next 
% five years, when you may not have so 
% much surplus cash, it does not require as 
ned *s heavy payments as the ordinary policy. 
en % It is exactly what you've been looking 
ek in % for!" 
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ad a but the contribution to the re- corresponding toa liberal divi- left with the Company and by 
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vater under the usual Whole Life pol- furnished for illustrating this declared by the Company. 
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duced during the first five years, antees throughout—no ifs, no AFFORDS SAVINGS PLAN: 
with a corresponding saving to ands, no buts—so that, regard- The Guaranteed Premium Re- 
es theinsured in premium deposits. less of how business conditions ductions may be left with the 
Ful affect policy dividends now or at Company at a guaranteed rate 
~ IN EFFECT, GUARANTEES any time, these illustrations of interest in a premium deposit 
sple- DIVIDENDS: Beginning with represent the largest premium fund and added to the cash val- 
nds, the second policy year and con- outlay the insured can be called ue of the policy to pay up or 
anty tinuing throughout the life of upon to pay and the least he can mature the policy or to create 
= the policy the GPR Readjust- expect in benefits. These guar- a savings fund for use at age 60 
ment Life offers a guaranteed anteed figures will be improved or 65. 
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It’s a Policy Built to Sell Because It Meets All the Demands of Today’s Life Insurance Buyers 
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Riehle Appoints Committees 








President T. M. Riehle of the Na- 
tional Association of Life Underwriters 
announces that the date for the next an- 
nual meeting, to be held in Des Moines, 
will be Sept. 16-20. M. C. Nelson, Iowa 
manager of the Equitable Life, is gen- 
eral chairman for the local arrange- 
ments and J. A. Spargur is president of 
the Des Moines Life Underwriters As- 
sociation. President Riehle announces 
that the responsibility for the 1935 con- 
vention hds been placed on Maxwell 
Hoffman, assistant managing director 
of the National association. He is in 
Des Moines conferring with the com- 
mittee there on arrangements. 


Committees Are Named 


President Riehle announces this week 
the appointment. of the standing and 
special committees. A. E. Patterson of 
Chicago, one of the trustees, general 
agent Penn Mutual, is chairman of the 
important program committee. His as- 
sociates are E. W. Brailey, New Eng- 
land Mutual, Cleveland; C. C. Day, Pa- 
cific Mutual, Oklahoma City; E. R. 
Gray, Prudential, Des Moines: C. W. 
Hamlin, Mutual Benefit, Buffalo; Lloyd 
Patterson, Massachusetts Mutual, New 





York City, and J. W. Yates, Massa- 
chusetts Mutual, Los Angeles. 

There are three new committees 
added this year, they being business 
standards, conference committee on 
local association problems and the com- 
mittee on state and regional associa- 
tions. 

The chairmen of the various commit- 
tees are as follows: 

Finance, Robert L. Jones, State Mu- 
tual, New York City; business stand- 
ards, William M. Duff, Equitable, Pitts- 
burgh; by-laws, C. O. Fischer, Massa- 
chusetts Mutual, St. Louis; conserva- 
tion, James G. Callahan, Metropolitan, 
St. Louis; education, L. O. Schriver 
Aetna Life, Peoria; international coun- 
cil, E. W. Owen, Sun Life, Detroit; 
laws and legislation, C. Vivian Ander- 
son, Provident Mutual, Cincinnati; 
membership, Holgar J. Johnson, Penn 
Mutual, Pittsburgh; publications, C. L. 
McMillen, Northwestern Mutual, New 
York; past national presidents, Charles 
C. Thompson, Seattle; cooperation with 
trust officers, Franklin W. Ganse, John 
Hancock, Boston; cooperation with U. 
S. Chamber of Commerce, Julian S. 
Myrick, chairman, Mutual of New York, 





New York; cooperation with attorneys, 
George E. Lackey, Massachusetts Mu- 
tual, Detroit; credentials, A. A. Heald, 
Provident Mutual, Milwaukee; resolu- 
tions Horace Mecklem, New England 
Mutual, Portland, Ore.; elections, J. A. 
Witherspoon, Jr., Pacific Mutual, 
Nashville; conference committee on 
local association problems, J. Hawley 
Wilson, Massachusetts Mutual, Peoria; 
state and regional associations, O. Sam 
Cummings, Kansas City Life, Dallas; 
women underwriters, Miss Corinne V. 
Loomis, John Hancock, Boston. 


Fred Lieberich’s New Post 


The item in the Oct. 12 issue which 
announced the advancement of Fred 
Lieberich as associate general agent with 
T. M. Searles in Newark, N. J., should 
have given the company connection as 
the State Mutual Life, not the Aetna 
Life. Mr. Searles was formerly general 
agent of the Aetna Life. Arthur G. Derr 
is the present general agent of the 
company. 


Purvis Syracuse Manager 


J. M. Purvis is the new manager for 
the Colonial Life in Syracuse. He was 
with the Colonial in Rochester until his 
recent promotion. He succeeded G. H. 
Alexander, resigned. 
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IF NOT— 


Do you know definitely—and exactly—how much work you should 
do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


MAKING 
A GOOD 
LIVING 


a) 
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Some Companies May Raise 
Annuity Rates Before Jan, | 





SHORT NOTICE IS DESIRABLE 





Report Purpose in Curtailing Sale y 
Single Premium Contracts Other. 
wise Might Be Defeated 





The Connecticut Mutual’s action jg 
giving only about two weeks’ notice oj 
the increase in single premium annuity 
rates is taken to be significant of simila; 
action contemplated by many other com. 
panies. 

In the past changes in forms and 
rates have been the signal for intensive 
drives by agents to sell business on the 
old basis up to the effective date of the 
change. Any such change is a powerful 
argument to take to prospects and cli. 
ents, for if they act quickly they will 
save money or secure broader benefits, 

It is believed that to give the agents 
one or two months’ notice about increase 
in annuity purchase price would be to 
defeat the purpose of the companies jn 
instituting the change. The life com. 
panies for the most part are dubious 
about accepting much more single pre- 
mium annuity business, because of diff- 
culty of investing and adequate yield, 
If they were to give long advance 
notice of a change, agents undoubtedly 
would concentrate on selling this busi- 
ness and pile up large volume. 

The reports generally are that the com- 
panies are planning to raise their single 
premium annuity rates around Jan. 1, and 
there seems little doubt but that they 
will do this. However, it may be that 
a number of leading companies will fol- 
low the lead of the Connecticut Mutual, 
deciding to avoid the large cash income 
from annuities as much as possible in 
the remaining three months by discour- 
aging the sale by price increase. 


Chicago Underwriters Form 
Association for Discussion 





The Home Office Underwriters Asso- 

ciation of Chicago which was organized 
last week will hold monthly meetings 
for discussion of various problems and 
underwriting angles. The association 
starts with two members each from 
eight Chicago companies and will ad- 
mit representatives of nearby companies 
who wish to join. 
Walter R. Nordgren of the Washing- 
ton National is president, W. J. Isaac, 
head of the service department Central 
Life of Illinois, secretary-treasurer, and 
H. Jensen, Federal Life, chairman mem- 
bership committee. O. E. Cook, chief 
underwriter Hercules Life, has charge 
of the program for the next meeting, 
Nov. 8. Meetings will be held on the 
second Thursday of each month. The 
plan is to have a different member each 
month made responsible for the pro- 
gram. 


Capital of Life & Casualty Cut 


Capital of the Life & Casualty of 
Tennessee has been reduced from 
$1,500,000 to $600,000, the difference be- 
ing contributed to surplus. 


Mrs. Roberts Killed in Wreck 


Mrs. Donald J. Roberts, wife of the 
field supervisor of Great Western 
Des Moines, died as the result of i- 
juries received in a train wreck neaf 
Iowa City, Iowa, Oct. 12. Madeline 
Roberts, 12, daughter of Mr. and Mrs. 
Roberts, was seriously injured and ' 
not yet out of danger. Mrs. Roberts 
and Madeline were en route to Chicago 
to join Mr. Roberts on a visit to A Cen- 
tury of Progress. ' 

The accident occurred during the 
night, and was due to a broken rail 
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' which ditched a number of Pullmans 


into the path of another passenger train 
westbound. 
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Tasory of Ultra-Selection 
in Standard Risks Is Told 





BASED ON HEART DISORDERS 





Taylor of Life of Virginia in Fine Ad- 
dress at Washington Meeting of 
Actuarial Society 


—_—- 


WASHINGTON, Oct. 18.—The 
theory that among presumably standard 
risks there may be certain groups pro- 
ducing unfavorable mortality from dis- 
eases of the heart, kidneys and blood 
yessels, and that the offending groups 
may be selected out by close attention 
to combinations of slightly unfavorable 
factors, unimportant by themselves, was 
handled by C. A. Taylor, actuary Life 
of Virginia, at the meeting here of the 
Actuarial Society of America. He re- 
ported conclusions derived from a 
study of about 25,000 policies issued by 
his company at standard rates some 
years ago. 

Gives Some Conclusions 


The results of the investigation were 
given in some detail and the following 
tentative conclusions drawn: (1) That a 
pulse rate over 80 is slightly unfavorable 
and when combined with overweight or 
underweight should be looked into care- 
fully; (2) that a pulse rate under 70 when 
combined with either overweight or a 
parental death from disease of the heart, 
kidneys or blood vessels, may indicate 
aserious impairment; (3) that a parental 
death from disease of the heart, kidneys 
or blood vessels is an unfavorable factor 
and when combined with either over- 
weight or a pulse rate higher than 80 is 
to be highly suspected. 

Mr. Taylor’s paper also included an 

outline of a method of obtaining ex- 
pected mortality by use of sorting and 
tabulating machinery at a saving of 
labor. 
_ Apaper on “Osculatory Curve of Min- 
imum Degree Using Methods of Lid- 
stone’s Demonstration” was presented 
by R. B. Robbins, secretary and actuary, 
Teachers Insurance & Annuity Associ- 
ation, New York. 
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Study of Replaced Business 
Is Presented by D. G. Mix 


(CONTINUED FROM PAGE 4) 


percent by volume lapsed at the end of 
the three year period compared with the 
general ratio of the company of 17 per- 
cent, while its term lapse ratio was a 
little higher. 

_ This company discouraged the rewrit- 
ing of business in an aggressive way 








which is undoubtedly a factor in giving 
a favorable persistency rate to replaced 
business. 

In its report on the details of rein- 
statement procedure the conservation 
committee urged the placing of empha- 
sis on early personal contact between 
agent and policyholder. “As the pre- 
mium due date fades into the past con- 
servation efforts become increasingly 
less effective and those efforts put forth 
by the home office can become quite ex- 
pensive in relation to the results 
achieved.” A study of inter-relation- 
ship of home office conservation efforts, 
the expense of conducting them and the 
quality and persistency of the results 
achieved is recommended. 


Gilbertson Returns to Fargo 





Manager of the Equitable at Aberdeen 
Becomes Penn Mutual Life 
General Agent 





FARGO, N. D., Oct. 18—H. J. Gil- 
bertson has been named Fargo manager 
of the Penn Mutual Life with a territory 
including all of North Dakota and west- 
ern Minnesota. In connection with the 
announcement that he would become 
manager, it was announced that the 
company would establish a cashier’s de- 
partment collecting premiums on the 
company’s business in this territory. 

Mr. Gilbertson has been in insurance 
work since 1922 and while with the 
Equitable Life of New York at Fargo 
was a member of the Quarter Million 
Club and was also president of the 
North Dakota Life Underwriters Asso- 
ciation. He was transferred to Aber- 
deen, S. D., in 1931. While in South 
Dakota he served as vice-president of the 
South Dakota Life Underwriters Asso- 
ciation and president for two years of 
the Aberdeen association. 


Industrial Conference at Miami 


The Industrial Insurers Conference 
will hold its annual meeting at the Miami 
Biltmore Hotel, Miami, Fla., Nov. 19-21. 
Peyton W. Jones, secretary Bankers 
Health & Life, Macon, Ga., is president. 
George R. Kendall, Washington Na- 
tional, vice-president; W. B. Clements, 
Pilot Life, secretary-treasurer, and C. S. 
Drake, Empire Life & Accident, chair- 
man of the executive committee. The 
executive committee will meet on the 
evening of Nov. 18 preceding the con- 
vention. 


Berkshire Treasurer Resigns 


John C. Dewey, Jr., has resigned as 
treasurer of the Berkshire Life. He had 
been connected with the company since 
1929, previously having been associated 
with Spencer-Trask Co., of Boston. 





| New and Old Heads of Group 














_ The new president of the General Agents & Managers Association of the Con- 
tinental: Assurance, Luther Moor, general agent Dayton, O., is presented above 
with President H. A. Behrens of the Continental and General Agent A. M. 
eager of Louisville, retiring president of the association. Mr. Behrens is in the 
center, Mr. Moor on the left and Mr. Reager right. The latter served two terms 


a association head. The picture was taken at the One-Two-O Club agency con- 


vention held recently in Chicago. 





very father who's 


shoel of money 


is INTERESTED 





“My salary isn’t back to normal either, Ed .. . but my life 
insurance is. I got what I needed at about half the usual 
cost to start and I pay the rest later. It’s a Union Central 
Life policy called the Economic Adjustment Plan.” 





ANY insurance man knows dozens of husbands and 
fathers who have had to let their insurance lapse, who 
are worried about what might happen to their families 
if they themselves shouldn’t live to make a financial 
comeback—but who just “aren’t in the market” for in- 
surance because they can’t raise the money. 


Men like these respond when they hear about Union 
Central’s new Economic Adjustment Plan. It offers them 
something they’re vitally interest in—real, permanent 
protection at a cost so low they can afford to put it into 
effect at once. It’s good news to them! 


The facts about this timely plan are reaching millions 
of homes every week—through powerful advertisements 
in The Saturday Evening Post, Colliers, Time, and 
through the ever-more-popular broadcasts of “Roses and 
Drums” on the NBC Blue Network. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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TOP THIEF! 


VER 100 years ago the plundering of horse- 
thieves so aroused the indignation of the people 
of Dedham, a town near Boston, that a “Society for 
the Apprehending of Horsethieves” was formed to 
- rid their community of the robbers. 


Today this Society still exists. The descendants 
of its first members have continued to keep it alive, 
and once each year they hold a banquet, the pro- 
ceeds of which are donated to some deserving 
charity. 

Different from this Society, the Columbian 
National Life Insurance Company can never out- 
live its original purpose, which was to help its 
policyholders in their battle against Want, Mis- 
fortune and Disease. 


. For over three decades the Columbian National 
has successfully fought these thieves of human hap- 
piness. And its future service holds a brilliant 
promise, 


THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


Boston, Massachusetts 
A NEW ENGLAND INSTITUTION 








, credit institution like Dun & Bradstreet 


























Send 9 cents in stamps for sample copy of 


THE ACCIDENT & HEALTH REVIEW 


The only exclusive accident and health paper published. 
Address your inquiry to A-1946, Insurance Exchange, Chicago 
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: Insurance Rating Subject to Fore 


(CONTINUED FROM PAGE 3) 





in no uncertain terms. There are no in- 
stitutions so close to the people as bank- 
ing and insurance. Therefore, any re- 
flectiqn on an institution of either class 
has a very direct effect. Many insur- 
ance men contend that it is not possible 
to devise a rating system that will pre- 
sent a true picture of a company in 
every respect. While a formula may 
work in some cases, in others it is 
claimed it will not, because of the in- 
tangibles that cannot be rated. 


Say Commissioners Should Govern 


If there is to be any rating then the 
insurance officials declare that the Na- 
tional Convention of Insurance Com- 
missioners should do the rating. So long 
as there is supervision by the states, 
then it is held that the public can secure 
all necessary information from which a 
conclusion can be drawn. There is no 
objection to “Best’s Insurance Reports” 
other than the designated rating. Com- 
pany officials say that so far as persons 
or companies are concerned that are not 
regulated by the state or federal govern- 
ment and do not have to report to a 
state or federal bureau and whose finan- 
cial statements are not available in any 
public office, there is a call for some 


to make a rating. 
Policyholders Are Disturbed 


In order to overcome the Best ratings, 
other self appointed raters have entered 
the field. Many of these ratings are re- 
garded as ludicrous. In some cases rat- 
ings have been made that are undoubt- 
edly purely arbitrary and almost vicious. 
The result has been that policyholders 
of very excellent companies have been 
disturbed by these ratings. It is felt that 
one company may be rated in three dif- 
ferent divisions by three different raters. 

Regardless of what is done, it was 
predicted at the American Life Conven- 
tion meeting that legislation will be pro- 
posed in a number of states which will 
prohibit insurance rating. The point is 
made that such legislation will be con- 








now total over $226,500,000. 





$106,000,000 in 4 years 


paid to beneficiaries and policyholders 


e The Canada Life paid this large sum of money, an average of approx- 
imately $73,000 per day to beneficiaries and policyholders during the last 4 
years. In the same period it added over $53,000,000 to its total assets to provide 
for future liabilities to policyholders. Assets for the protection of policyholders 


— Canada Life 


1847 Assurance Company 


45 Years 
in the 
United States 











——— 
stitutional because the states require 
companies be licensed and their annyal 
statements be filed. Insurance depart. 
ments make examinations and call for 
all sorts of information not found in the 
annual report, Other legislation may be 
proposed whereby any rating formyl 
must be approved by the state insurance 
department before an independent or. 
ganization can use it. In other words 
it is the purpose of some states to out. 
law all independent raters because their 
reports are causing confusion. 


Other Raters in the Offing 


Company officials declare that other 
raters are just ready to hop into the 
field and carry on a more extensive 
program than ever. The danger consists 
largely in the imitators of Mr. Best. It 
is found that companies to which he 
gives an “A” rating have been placed 
in the “poor” class by other raters. Al- 
together the rating system is being used 
for a mercenary end, it is claimed. 

Officials agree that Mr. Best’s orgari- 
zation has attempted to deal with the 
subject in as accurate a way as possible, 
Some of the company men take the po- 
sition that no credit organization should 
have any other affiliation with insurance 
than selling credit reports. They declare 
that notwithstanding the mightiest ef- 
fort to be fair on all sides, it is very 
dificult not to be swayed when adver- 
tising is accepted or when a credit 
agency is employed as a consultant or 
specialist. However, there has been no 
great objection filed to “Best’s Reports” 
per se outside of the rating designation. 


Says People Need the Information 


Mr. Best and his associates were not 
able to see that the institution of life 
insurance as a whole was endangered by 
life insurance ratings. Attention was 
called to the fact that the “A” com- 
panies write 85 percent or more of the 
business. The “A” and “B” companies 
write by far the greatest part of the 
business. Mr. Best holds that he is per- 
forming a public service. He contends 
that the people are entitled to informa- 
tion about lite companies. They demand 
that companies be substantial and that 
they give every evidence of being able 
to meet their obligations. Until a very 
few years ago, the legal reserve system 
was looked upon as impregnable. Since 
then there have been legal reserve fail- 
ures. The people, according to Mr. 
Best, are not able to discriminate among 
companies. He merely sets up a stand- 
ard, he contends, and those that are not 
able to meet it should endeavor to do so. 
The companies themselves have the 
power to govern their own agents and 
should stop them using the ratings in 4 
destructive way. 


Weakness of Supervision 


Some of the officials say that while, 
as a general rule insurance is a govern- 
mentally supervised business, yet the 
weakness of supervision in some states 
has convinced the public that the people 
cannot rely on state examinations and 
therefore they look to some other source 
for correct information. Attention 1 
called to the fact that the people have 
not been protected so far as bank supet- 
vision is concerned and hence the tet- 
dency is to run to the larger banks be- 
cause confidence has been greatly dis- 
turbed with the lesser banks. The A. M. 
Best Company has built its business dut- 
ing the last few years on the strength 
of its rating service. That has been ont 
of the selling arguments for the reports 
and the special rating book. : 

At the meeting of the American Life 
Convention, the “A” companies wef 
just as strenuous and emphatic in theif 
protests against insurance ratings 28 
those in the lower brackets. These olll- 
cials felt that the system itself is dat- 
gerous and destructive and should >¢ 
eliminated. 











The A. M. Best Company finds that 
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about 9 
plying * 
ratings, 


a Wood, financial editor Chi- 


cago “Tribune,” in commenting on in- 

rating, says: . 
withe perennial row between the insur- 
ance companies and the rating agencies 
has come out into the open with the 
announcement that a special committee 
of the American Life Convention, repre- 
senting 127 life insurance companies, has 
met with Alfred M. Best Company, pub- 
lishers of ‘Best's Insurance Reports, for 
the purpose of ‘determining the best 
means to be employed in giving the pub- 
lic complete, accurate and understandable 
information as to the condition, affairs 
and practices of life insurance com- 
panies.’ 

“Rating has always been a sore spot 
with life companies. The rating consists 
of an A, B, C, D or E placed at the end 
of a report on an insurance company. 


9 percent of its subscribers re- 
o the questionnaire on company 
desire that the ratings be con- 


© An ‘A’ means that the rater considers 


the company’s condition excellent; an 
‘R’ means that he believes it to be 
hopeless. 
Reader Was Befuddled 
“This practice arose from the fact that 
the reports on insurance companies were 


' so complicated that after the reporting 


agency got through analyzing the com- 
pany’s finances, the reader was so be- 
fuddled that he had to be given a symbol 
of some kind to show him the standing 
of the company according to the rating 
agency’s conclusions. 

“Such ratings have been unjust in two 
ways. In cases where companies have 
been in really bad condition the rating 
agencies have not indicated the truth in 
their ratings; and in other cases where 
companies -~ay have had a chance to 
work out of a tight situation a low rating 
has made it difficult for them to do 
business. 


Some Raters Are Racketeers 


“Some rating agencies, like Best’s, 
have tried to make their ratings a fair 
reflection of the facts as they found 
them. Other agencies have been recog- 
nized as racketeers; but insurance com- 
panies lacking courage to fight the chis- 
elers have patronized them with adver- 
tising in order to ‘encourage’ them to 
give good ratings. 

“One bad feature has been that rating 
agencies have something to sell to the 
life companies that they rate—either ad- 
vertising in their trade magazines or 
some kind of service. This puts the rat- 
ing agency in the position of holding a 
club over the company to which it seeks 
to sell something. 


Commends Palmer’s Reports 


“The question will probably not be 
solved until these agencies which ana- 
lyze life companies abandon the practice 
of rating and start turning out under- 
standable reports, permitting the reader 
to arrive at his own conclusions on the 
basis of the facts as presented. This is 
not a difficult job. The reports turned 
out by Superintendent of Insurance 
Ernest Palmer, for example, are factual 
and informative.” 


Interest in “Par” 
Annuity Is Seen 





(CONTINUED FROM PAGE 38) 


with the years, due to the diminishing 
reserve, but the amount that a dollar 
of dividend will buy increases because 
of the annuitant’s advancing age. 
Expect Merchandising Problem 


It is admitted that it might be diffi- 
cult to get general public acceptance 
of a participating annuity. Just how 
dificult it would be will probably de- 
pend a good deal on how much sales 
resistance is stirred up by the rate in- 
Creases which are believed certain to be 
on the way. If there is a sufficiently 
favorable differential on the side of the 
Participating annuity, there should be 
little balking on the public’s part. 





Californians Fight 
Sinclairism Idea 





(CONTINUED FROM PAGE 5) 


of our underwriters, backed by the con- 
stitution of the United States.’ * * * * 
Insurance, in behalf of its own hold- 
ings and in behalf of the independence 
and welfare of its policyholders, proposes 
to fight Sinclairism by distributing the 
truth about its service. Policyholders 
of legal reserve insurance who vote for 
Sinclair are surrendering the very prop- 
erty they have struggled to create and 
the initiative that has made America 
great. It is very likely that if Sinclair 
becomes governor ‘Epic’ will mean in 
fact ‘end policyholders in California’.” 

Insurance has joined hands with cap- 
ital, labor, commerce and industry in 
the formation of “A League Against 
Sinclairism.” The movement was pub- 
licly launched at a monster demonstra- 
tion and luncheon in San Francisco Oc- 
tober 11. Prominent at the speakers’ 
table were J. B. Levison and William 
R. Spinney. 

Commenting on the gubernatorial sit- 
uation in San Francisco Laurence E. 
Falls, vice-president of the American 
of Newark, said: “Insurance companies 
are owners and trustees of large 





amounts of invested savings which are 
the property of a widespread list of 
stockholders—many of them people of 
modest means, and for that reason we 
are very much interested in the forth- 
coming gubernatorial election in Cali- 
fornia.” 

Francis V. Keesling, past-president 
American Life Convention, is address- 
ing the mass meeting of underwriters 
Friday of this week. 


Commissioner Mitchell’s Warning 


Warning one of the largest groups of 
life managers and general agents ever 
gathered in the city that unless the 
peril presented in drastic economic 
changes sponsored by Sinclair is “stop- 
ped by best citizenship of our state it 
will lead to the end of our business ac- 
tivities, insurance and otherwise,” Com- 
missioner Mitchell at a meeting Tues- 
day urged wholehearted cooperation in 
the defeat of Sinclair. 

Concerning life insurance directly he 
said: ‘All business and particularly life 
insurance is emerging from a great de- 
pression. The men who comprise it, 
with chins up, are fighting for the fu- 
ture. What brought life insurance 
through with flying colors and public 
confidence? The sound thinking men 
who are an integral part of this greatest 
of all commercial enterprises, who by 





their soundness, integrity and ability 
brought the great ship of life insurance 
safely back into port. These men who 
served with such glory in the past can- 
not stand idly by now and see another 
menace take away all that has been 
gained. This is a splendid opportunity 
to again show the world that it has not 
misplaced confidence in our ability to 
think clearly and protect its interests.” 

W. J. Arnette, chairman general 
agents and managers section San Fran- 
cisco association, presided. 





Hold Convention in Atlanta 


ATLANTA, Oct. 18—The agents of 
the Life of Virginia completed a two- 
day convention here Saturday, terminat- 
ing with a banquet and dance. Over 200 
representatives from Louisiana, Alabama 
and Georgia were in attendance. _ 

The home office delegation consisted 
of Bradford H. Walker, president; I. T. 
Townsend, vice-president; Frank Orgain, 
assistant secretary, and C. C. Fleming, 
in charge of publications. 

The Atlanta agents and attaches, 
about 75 in number, acted as hosts. The 
company maintains three offices in At- 
lanta, in addition to its loan office, and 
has a large volume of business in this 
city and in Georgia. 
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The 
Tool Kit 


HEN a life underwriter sits down with a prospect 
he must be prepared for any eventuality. He 
must have the tools of his trade with him at all times. 


In planning the recently announced "Advancement" 
program of The Great-West Life, our Agent's equip- 
ment was given particular attention. His tool kit has 
been overhauled and packed with new and re-furbished 
tools. Not least among these is a new Agent's Manual, 
which is a real working text-book of Company rates, 
rules and practices designed to assist the Agent in his 


daily work. 


plans accordingly. 


This Company believes that another great era in 
the spread of life insurance is opening before 
Companies and their Agents and has shaped its 


THE 
GREAT-WEST LIFE 
ASSURANCE COMPANY 


HEAD OFFICE 
WINNIPEG . . . CANADA 
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Danger in Life Company Ratings 


THE AMERICAN LiFE CONVENTION 
brought the matter of life insurance rat- 
ings to a head by appointing a special 
committee of five eminent presidents to 
take the matter up with the ALFrep M. 
Best Company. Last week the AMERI- 
cAN Lire ConvENTION held its annual 
meeting in Chicago. ALFRED M. BEst 
went on from New York accompanied by 
some of his associates and there were some 
prolonged conferences. The upshot of the 
matter was that a truce was declared, there 
will be further exploration of the subject 
and an effort will be made to ascertain 
just what is the wisest way to set forth 
more or less technical information regard- 
ing the standing of life companies. Per- 
haps Mr. Best and his cohorts have a 
little different slant than they had when 
they reached Chicago. The life executives 
undoubtedly appreciate Mr. Best’s position 
more accurately. It is to be hoped that 
seme harmonious arrangement will be 
reached so that the waters can be stilled. 

Mr. Besv’s statistical, historical, finan- 
cial, actuarial and managerial information 
contained in his reports is very valuable 
and authoritative. We believe that the A. 
M. Best Company endeavors to present 
an accurate picture by presenting in rather 
compact form the various features of a 
company. In a way, “Best’s Reports” 
breaks down the statement, goes behind the 
scenes and furnishes data that will enable 
a reader to reach some conclusion as to a 
company’s excellence. There was no ob- 
jection to “Best’s Reports,” so long as there 
was no designated rating. During the 
halcyon days, when almost all companies 
secured an “A” rating, but litttle protest 
was heard. It has been in recent years, 
during this time of turmoil, trial and turbu- 
lence, when every institution was beset with 
vital problems that a voice has been raised 
against the rating system because there 
were far more that did not get the top 
rating. 

However carefully and nicely worked 
out may be the rating formula, and however 
impartially it may be applied, there are 
many intangibles and variables in a life 
insurance company that cannot be rated by 
studying a financial statement or history. 
Behind the scenes after all, there is much 
strength or weakness. The rating system, 


even as conducted by as an experienced and 
high grade an organization as the A. M. 
Best CoMPANyY, opens the way for abuses. 
The A. M. Best Company may endeavor 
to its utmost to be equitable. However, in 
the wake there come raters of all kinds. 
There are some that rate for revenue. 
Others have different motives but al- 
together these camp followers create all 
sorts of ratings. Some of the ratings that 
have come in competition with the A. M. 
Best CoMPANny, so to speak, are nothing 
less than farcical and grotesque. Others 
are vicious, 

Perhaps if state supervision were more 
efficient and courageous there would be 
no need of any independent ratings. The 
people are anxious first to insure in a 
company that is substantial and will be 
able to meet its obligations. They have 
relied on the state to protect them but 
they have not been protected. There- 
fore, undoubtedly there was a demand 
for some specific designation by a com- 
petent authority for the classification of 
companies. It is no easy thing, however, 
to rate a life company and any formula 
devised will be defective. 

Mr. Best has endeavored to work out 
a formula that he feels is correct. The 
objection is made first to the use of any 
formula because it is held to be impos- 
sible to create one that will do exact 
justice. Next, a protest is made that 
competitors use ratings in the lower 
brackets against those companies. In 
the next place, the point is made that 
when even an authoritative rater applies 
his formula others will enter the rating 
field and arbitrarily, or with mercenary 
motives, apply various designations 
which causes confusion in the public 
mind. 

The subject of insurance ratings is 
one that deserves very profound con- 
sideration on all sides. If rating is to be 
abolished, then the insurance companies 
themselves should insist on a more de- 
termined attitude on part of state au- 
thorities to better protect the public. 


“Times would be better if everybody 
put forth more effort to make times bet- 
ter and kept on keeping them better.” 








PERSONAL SIDE OF BUSINESS 


———__ 





Herbert L. Smith, general agent for 
the Northwestern Mutual Life, has been 
elected a director of the Harrisburg, 
Pa., Chamber of Commerce. He is a 
past president of the Pennsylvania State 
Association of Life Underwriters and of 
the Harrisburg association. 


E. B. McManus, superintendent of the 
Prudential in Holyoke, Mass., is back 
on the job, much improved in health, 
after a year’s absence due to illness. 
He is one of the Prudential’s old guard. 


Roy A. Hunt, former vice-president 
of the American Central Life, has joined 
the business staff of the “Insurance In- 
dex” of Chicago. Mr. Hunt is not new 
to insurance journalistic work. For 
many years he was connected with the 
“Insurance Field” as associate manager. 

E. P. Tice of Tice & Jeffers, man- 
agers Midland Mutual Life, Columbus, 
has been nominated for director of the 
Ohio chamber of commerce to represent 
the insurance interests. 

Vice-president F. B. Wilde has just 
completed his 20th year of service with 
the Connecticut General and was the 
recipient of many flowers and congrat- 
ulations from his associates in the home 
office and elsewhere. In his honor the 
field organization which is directed by 
Mr. Wilde sent in business amounting 
to more than $1,300,000 on that day. 

Mr. Wilde attributes that record to 
the momentum already developed by 
the six weeks’ campaign now running 
in honor of President Huntington’s 45th 
anniversary with the company. 


George R. Westphal, 42, treasurer of 
the Bankers Life of Nebraska, died sud- 
denly at a Lincoln hospital after an ill- 
ness of five weeks. He joined that com- 
pany in 1913. Six years later he be- 
came auditor and in August, 1925, he 
assumed the office which he held until 
his death. 


Mrs. Ivy P. Woodbury, wife of 
Harry G. Woodbury, auditor of the 
Reserve Loan Life of Indianapolis, died 
there suddenly. She had lived in In- 
dianapolis since 1898. 


The 35th anniversaries of H. H. Tib- 
ken, agency director, and C. B. Brom- 
ley, agency cashier of the New Haven 
office of the New York Life, were cele- 
brated at a banquet, attended by asso- 
ciates of these officials. Mr. Tibken 
was presented with an oil painting of 
himself and Mr. Bromley with a travel- 
ing bag. They were presented with 42 
applications for $120,000 of new busi- 
ness. 


Col. W. E. Talbot, vice-president and 
agency manager of the Southland Life, 
has been named head of a special com- 
mittee to push an active campaign for 
the issuance of $3,000,000 in city bonds 
in Dallas for the Texas Centennial in 
1936. He was selected because of his 
knowledge of Texas history, industry 
and business institutions and his ability 
to place the matter before the people 
in a clear cut manner. 


Jens Smith, junior vice-president_ of 
the Pacific Mutual Life, while in Chi- 
cago was honored by agents of the E. 
E. Henderson general agency of the 


‘company on his 44th birthday with a 


special one-day drive. The effort was 
to secure 44 applications, but 49 were 
written. A party in Mr. Smith’s honor 
was held with a birthday cake and box 
lunches. 


R. K. Hardy, who served for 20 years 
as intermountain agency supervisor of 
the Western States Life with headquar- 
ters in Salt Lake City, has been ap- 
pointed to a position in the Council of 





— 


Seven Presidents of the Mormy 
church, which makes him one of th 
general authorities of the church, }, 
is now in New Zealand where he wa 
sent not long ago to serve as a mission 
president, a temporary position. The 
new appointment is of a permanent pa. 
ture and probably means that Mr. 
Hardy’s insurance career is ended, 


E. B. Dudley, Chicago branch map. : 


ager of the Travelers, his friends wij 
be glad to hear, is not afflicted with 
heart disease as had been supposed 
when he was forced to take a two 
months’ vacation in the north earlier this 
year. The occasion of that first en. 
forced idleness, Mr. Dudley says, was 
toxic poisoning from which he recoy- 
ered. He became ill at the Milwaukee 
annual convention of the National As. 
sociation of Life Underwriters and was 
forced to be away from his office for 
several days. It was reported that he 
had had a recurrence of his supposed 
heart trouble. What happened was that 
he had contracted a cold which threat- 
ened to develop into pneumonia. He 
recovered speedily from this and is back 
at his desk fit as a fiddle. 

Gifford T. Vermillion, Wisconsin man- 
ager for the Mutual Life of New York, 
was injured in an automobile accident 
at Fall River, Wis. Mr. Vermillion 
was one of a party of four that was 
motoring north for a hunting trip, Frank 
L. Weyenberg, Milwaukee shoe mant- 
facturer, and Mrs. Weyenberg were 
also injured. Deputy Sheriff E. J. Birch 
of Thiensville was only slightly bruised. 
Mr. Vermillion’s injuries were not se- 
rious. Those in the other car with 
which Mr. Vermillion’s party collided 
were more seriously injured. 

Morris Schiffman of New Haven, 
Conn., recently appointed district man- 
ager of the United Life & Accident, was 
tendered a testimonial dinner by agents 
of the company and friends. Dr. A. 
Lewis Shure, company examiner, was 
toastmaster. Elie Glass, Hartford gen- 
eral agent, and Louis Benson, New 
England field supervisor, were the 
principal speakers. 

Col. Sumter L. Lowry, Jr., chairman 
of the board of the Gulf Life, Jackson- 
ville, Fla., has been appointed comman- 
der of the 56th artillery brigade, made 
up of national guard regiments, from 
Florida, Alabama and Mississippi. Col- 
onel Lowry saw service on the Mexicai 
border and overseas. For some time 
he has been in command of the 116th 
artillery of the Florida guard. 

J. N. Warfield, president of the Ev 
reka-Maryland Assurance, is taking a! 
active part in Democratic campaign 
Maryland as chairman of the Demo- 
cratic state central committee. He has 
never aspired for any elective or 4)- 
pointive office, although always taking 
an active interest in political affairs from 
the standpoint of good citizenship. 


When W. T. Grant, president of the 
Business Men’s Assurance of Kansas 
City, nominated H. K. Lindsley, pres 
dent of the Farmers & Bankers Lite 
of Wichita, Kan., for president of the 
American Life Convention, it was # 
case of two old friends and neighbors 
exchanging compliments. Mr. Grant 
started soliciting life insurance when he 
was 20 years of age, about 20 miles 
from where Mr. Lindsley resided. Mr. 
Lindsley was then president of a bank 
and he was only 22 years of age hit- 
self. Mr. Grant facetiously remarked 
that Mr. Lindsley at once became # 
very valuable man to him as he had ‘0 
have premium notes discounted. The 
two men have worked in the harness © 
the American Life Convention and: in 
general life insurance activities eve 
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since. Mr. Grant spoke with much feel- 
‘ag and sincerity in his tribute paid to 
Mr. Lindsley. 

_ A. Broome, 66, chairman of the 
poard of the Western Reserve Life of 
San Angelo, Tex., died in California a 
jew days ago. He has been for years 
one of the leading business men of west 
Texas. He aided in organization of the 
Western Reserve Life and had been 
chairman of the board since organiza- 
tion. 

John L. Evans, former associate gen- 
eral agent of the Connecticut Mutual 
Life at Los Angeles, died at his home 
there following a long illness. He had 
been with the Los Angeles agency 12 
years. In 1931 he resigned to become 
general agent of the Atlantic Life, of 
which he had charge until the latter 
company withdrew from California, 
when he returned to the Connecticut 
Mutual. Shortly thereafter he was the 
victim of a severe attack of intestinal 
influenza, from which he never fully re- 
covered. 

B. F. Hildebrand, 30 years in the in- 
surance business at Hiawatha, Kan., and 
father of F. L. Hildebrand, Kansas City, 
general agent of the Abraham Lincoln 





Life, died Oct. 7 at the age of 70. He 
was active up until a few days before 
his death. 

Mr. Hildebrand left newspaper work 
about 30 years ago to become asso- 
ciated with the New York Life at 
Hiawatha. Later he became _ special 
agent in Kansas for the Fidelity & Cas- 
ualty. In 1914 he opened the Hilde- 
brand Agency at Hiawatha, whith he 
operated until his death. 

The agency will be continued by an- 
other son, J. H. Hildebrand, who has 
been working with his fathe. the past 
few years. 


W. J. Olive, general. agent of the 
Franklin Life at Holland, Mich., took 
up the rate book 32 years ago and at 
the same time subscribed for THE 
NATIONAL UNDERWRITER. He has read 
every copy since then. He has a re- 
markable record as to persistency and 
is one of the real forces in the Franklin 
Life organization. 


W. C. Schuppel, executive vice-presi- 
dent of the Oregon Mutual Life, has 
gone on a vacation to Hawaii, accom- 
panied by Mrs. Schuppel. Their daugh- 
ter, Helen, is to be married in Hawaii. 
They sailed Friday of last week. They 
are accompanied by Mr. and Mrs. H. C. 
Schuppel of Boise, Idaho. 
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NEWS OF THE COMPANIES 





Acceptance By All Not Vital 





Success of Voluntary Lien Plan of 
American Bankers Doesn’t Depend 
on 100 Percent Assent 





In the program of the American 
Bankers of Jacksonville, Ill., to cause 
policyholders voluntarily to accept a 50 
percent interest-free lien against their 
reserves, it is not necessary that the 
consent of 100 percent of the policyhold- 
ers be obtained. 

The program is being undertaken as 
a preliminary move to scaling down as- 
sets of the company in anticipation of 
insurance department requirements. 

The American Bankers for some time 

has been operating with a moratorium 
on payment of any cash surrender 
values or the granting of any policy 
loans and there is no guarantee that 
these: moratorium restrictions will be 
lifted if, as and when, the voluntary lien 
plan of the company is completed. 
_The plan had been under considera- 
tion for some time. Last June the Illi- 
nois insurance department consented to 
the plan if individual policyholders de- 
sired to execute the acceptance proposal, 
which the company had drawn up and 
submitted. 

“This department,” Insurance Direc- 
tor Palmer wrote at that time, “has no 
particular statutory authority to approve 
such a proposal, but if we felt that it 
Was detrimental to the interests of the 
policyholders we would refuse to permit 
your company to submit such a pro- 
posal to its policyholders. 

oat a sufficient number of policyhold- 
ers will agree to the placing of a 50 
percent voluntary lien on their poli- 
cies, the company will have an oppor- 
tunity to correct conditions arising as a 
result of the present economic situation, 
and should be able to meet its obliga- 
tions to persisting policyholders.” 


Allen National Life Director 


G. H. V. Allen has been elected a di- 
rector of the National Life of Vermont 
to succeed R. E. Healy, who resigned 
when appointed by President Roosevelt 
to the Securities Exchange Commission. 
Last May Mr. Allen was appointed Ver- 
mont insurance commissioner with the 
understanding that the appointment was 
to be of short duration. Many regrets 
have been expressed that Mr. Allen’s 
business interests made it impossible for 
jm to serve long as commissioner. 











Gustaf Lindquist President 





Former Minnesota Insurance Commis- 
S ds H. B. Hill as Head 
of Abraham Lincoln Life 








Gustaf Lindquist of St. Paul, former 
insurance commissioner of Minnesota, 
who for the past four years has been 
connected with the Equitable Life of 
New York, has been elected president 
of the Abraham Lincoln Life of Spring- 
field, Ill. He succeeds H. B. Hill, who 
becomes chairman of the board. 

Mr. Lindquist has been identified with 
the insurance business about 28 years. 
Mr. Hill has been president of the Abra- 
ham Lincoln Life since that company 
was incorporated in 1916. 


First With Mutual Trust 


Mr. Lindquist entered the business in 
1906 as an agent for the Mutual Trust 
Life of Chicago. Three years later he 
became general agent at St. Paul for 
the Mutual Trust Life. In 1912 he es- 
tablished a general insurance agency and 
in 1916 was appointed chief deputy in- 
surance commissioner of Minnesota. A 
year later he became private secre- 
tary to the governor of Minnesota. In 
1920 he was appointed insurance com- 
missioner and was reappointed in 1921. 
In 1922 he became president of the 
Travelers Equitable of Minneapolis and 
served in that capacity until 1930, when 
he joined the Equitable Life of New 
York with the title of executive assistant 
in charge of public relations, serving 
under J. A. Hartigan, supervisor of 
agents with headquarters in St. Paul. 

He has been twice decorated by the 
Swedish government. The Order of the 
North Star was conferred upon him by 
Crown Prince Gustaf Adolph on the 
latter’s visit to St. Paul some years ago 
and at another time-Mr. Lindquist had 
conferred upon him the Order of Vasa. 
He once was a drummer boy in the 
Swedish army. 


Will Operate Occidental, 
Peninsular Life Separately 








The Occidental Life of Raleigh, N. 
C., and the Peninsular Life of Jackson- 
ville, Fla., are to be operated as_sepa- 
rate units, according to present inten- 
tions. Control of the Peninsular Life 
was recently purchased by _ interests 
identified with the Occidental Life and 











—PDhen School Js “Out” 


For thousands of promising 
youths, boys and girls, school days 
have ended. 


Not because they will it, but 
because they are com- 
pelled to go to work. 


They are the sons and 
daughters of uninsured 
or underinsured fathers 
who have been suddenly 


taken away. 


Remind fathers of the En- 
dowment for Educational 


Keep Young America 
In School 


Purposes. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











*‘a == EVEN IN A FILLING STATION” 


“Yessir,” remarked a local business man, “a boy has to 
have a college education nowadays to get a job even in a 
filling station.” 


Thus has “the man in the street” come to realize that 
industry, in recruiting man-power and future leaders, in- 
creasingly gives preference to the trained mind. 


For young men and women who plan to pursue profes- 
sional careers college preparation is an indispensable re- 
quirement. 


The recent openings of colleges throughout the land put 
higher education prominently in the public thought. _Under- 
writers should find this an opportune season for making 
known the services of Educational Insurance. 


The Life Insurance Company 





pits 1871 | of Virginia 
president RICHMOND, VIRGINIA 
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GAIN! 63.5% gain in paid busi- 
ness for the first nine months of 
1934 over the same period of 
1933 has been seored by field 


men of THE LINCOLN 


NATIONAL LIFE INSUR- 





ANCE COMPANY of Fort Wayne. 
Indiana. Paid business increases 
for this year over last have been 


made for 9 consecutive months. 





Steady Progress 


GA 30% gain in new paid-for business the first 
seven months over the same period of last year is 
typical of the steady growth of the Lamar Life. 
q@ Through 28 years—some good, some bad—the 
Company has progressed steadily. It emerged 
from the recent four years a greater, stronger 
institution. QIn the plan for continued steady 
expansion, the Company now has a few openings 
for qualified district managers in Louisiana and 


Tennessee. 







The LAMAR. LIFERINIY 


ANCE COMPANY 


JACKSO SIPPI 


¥ 


LAMAR LIFE TOWER 








Laurence F. Lee, who has been presi- 
dent of the Occidental, also becomes 
president of the Peninsular Life. 

L. C. Cortright, vice-president and ac- 
tuary of the Occidental Life, who was 
recently elected vice-president of the 
Peninsular as well, expects to spend the 
greater portion of his time for several 
months actively on the ground in Jack- 
sonville. Mr. Lee will also divide his 
time so as to be in Jacksonville occa- 
sionally. 

Ralph M. Anderson, who has been 
actuary of the Peninsular Life, and now 
becomes vice-president and actuary of 
that company, was actuary and man- 
ager of the ordinary department of the 
American National several years ago. 
He and Mr. Cortright were associated 
for a time, since Mr. Cortright was for- 
merly assistant actuary of the American 
National. Mr. Anderson has been in 
Florida for a number of years and has 
been a resident of Jacksonville for about 
15 years. He will be one of those in 
active charge of the Peninsular Life. 


Will Seek to Transfer 
Suit to the Federal Court 


The Life & Casualty of Chicago will 
institute suit in the United States dis- 
trict court at Grand Rapids seeking to 
transfer the suit brought in the Peoria 
Life receivership to the federal court. 
The Life & Casualty took over the Pe- 
oria Life. Two Michigan policyholders 
brought suit at Grand Rapids, applying 
for a Michigan receivership for the Pe- 
oria Life and directing the receiver to 
refrain from turning over to the Illinois 
company any Michigan assets. The 
Grand Rapids Trust Company was ap- 
pointed Michigan receiver. These pol- 
icyholders brought the suit to prevent 
the consummation of the management 
contract as regards Michigan business. 
They did not, however, obtain sanction 
of the Michigan insurance department 
and the suit was not brought through 
that department and the attorney gen- 
eral as provided in a special act passed 
by the 1933 legislature. 


Bankers National Celebration 


When the Bankers National Life of 
New Jersey celebrated its seventh an- 
niversary, a dinner was also given to 
the members of the home office per- 
sonnel who had completed five years of 
service with the company. Out of a 
total of 67 employes, 28 have been with 
the company five years or longer. 








Loan Repayments Increasing 


The Great-West Life reports that 
loan repayments under its instalment 
system were greater in amount in 
August than in any month since August, 
1931. For some months now the num- 
ber of policyholders who are taking ad- 
vantage of the instalment method of 
repaying their loans has shown a notice- 
able increase. 





Liquidating Surety Life 

The Missouri insurance department is 
making no attempt to reinsure the busi- 
ness of the Surety Life of Kansas City. 
This company failed, but the business 
was found to be so poor that the de- 
cision was reached to wind up the com- 
pany and liquidate whatever assets there 
were. 





Insurance in Force Up 


The Farmers & Traders Life of Syra- 
cuse, N. Y., reports insurance in force 
as of Sept. 30, 1934, $34,222,106 against 
$33,317,240 Dec. 31, 1933, increase $904,- 
866. 


Plan Ohio-Pennsylvania Contest 


Edmund Fitzgerald, vice-president 
Northwestern Mutual, and W. R. Chap- 
man assistant director of agencies, are 
in Columbus, O., for an All-Ohio meet- 
ing Oct. 19-20, with C. R. Eckert, Co- 
lumbus general agent, host, to lay plans 
for the Ohio-Pennsylvania sales contest 
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in November and December. Nelson es 
Phelps, assistant director of agencies jp = 
charge of Pennsylvania, will hold meet. 
ings in Philadelphia Friday and Pitts. 
burgh Saturday, preparatory to the cop. we 
test. 

G. L. Hill, director of agencies, anq Eq 
Mr. Chapman, attended a meeting of the 
Erickson agency at Mankato, Minn, Ros 
Oct. 16. Agents from southern Minne- on 
sota attended. 

Uncertainty Is Obstacle ‘ 

DETROIT, Oct. 18. — Uncertainty now 
concerning the future is the chief ob- Yor 
stacle in the path of economic recovery er’ 
in this country, A. B. Wood, president — . 
Sun Life of Canada, told agents from FF P 


Detroit, Saginaw and Toledo at a lunch. Fr 
eon here given in his honor by Ernest 




















W. Owen, Detroit branch manager. This ae 
was Mr. Wood’s first appearance before pat 
United States agencies since his election apf 
as president. He was presented with Fe} 
$800,000 of new business produced by ser 
the Detroit agency as a token of busi- FE Ch 
ness improvement in the area. B the 
Prudential’s Canadian Director : > 
A. H. Elder has been named as the J 82 
first Canadian director of the Pruden- Fy ef 
tial. His firm, Wainwright, Elder & FF to 
MacDouglass, has represented the com- FT 
pany since it began operating in Can- FF 19 
ada. 8 
=. er 
The Service Life of Lincoln, Neb., has th 
been licensed in Colorado. e 4H 
me cl 
ge 
CONVENTIONS i. 
Equitable of New York to 
Hold Managers’ Gatherings ‘ 
\ 


Agency managers and unit managers 
of the Equitable of New York through- [fF 
out the country are participating ina — > 
three-month drive which is winding up 
the 75th anniversary year and is to be 
followed by departmental managers 
meetings to be held some time in Jan- 
uary. Quotas for agencies and units 
have been set in the five principal terri- 
tories of the Equitable, the central, 
western, eastern, southern and New 
York City, and the departmental meet- 
ings will be held in cities centrally lo- 
cated in these territories. 
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Bankers National Convention 


The Bankers National Life held its F 
agency convention in Chicago. Presi- 
dent R. R. Lounsbury, William J. Sieger, | 
vice-president and superintendent of 
agencies, and Assistant Superintendent 
of Agencies Alexander White accom- 
panied the group. 





Pittsburgh Agency Roundup 

PITTSBURGH, Oct. 18.—The an- 
nual Pittsburgh agency convention of 
the Mutual Life of New York brought 
together 150 of the company’s represen- 
tatives from southwestern Pennsylvania, 
under the supervision of Manager A. F. 
Haas. 

The theme of the all-day business 
session was income insurance in four of 
its major phases, settlement options, re- 
tirement income, long-term endowment 
insurance with income provision and the 
company’s new family income agree- 
ment. 

Each of the subjects was treated from 
three different angles—formal presef- 
tation of the contract, sales demonstra- 
tion followed by short playlet and sum- 
mary in blackboard visualization an 
charts of the high points of the com- 
tract. 

The walls of the hall were covered 
with signs reading, “Hard Luck Stories 
Barred.” The business session was fol- 
lowed by a banquet and entertainment, 
and during the evening prizes were 
awarded to all the winners in a recent 
sales campaign in which veterans were 
pitted against recruits. 
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AMONG COMPANY MEN 
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Equitable Men Are Promoted 





Rossman Becomes Southern Depart- 
ment Agencies Superintendent, Spald- 
ing Assistant to Vice-president 





Two important appointments are an- 





nounced by the Equitable Life of New 
York. Harold J. Rossman becomes su- 
perintendent of agencies of the southern 
department, and Arthur M. Spalding, 
assistant to the agency vice-president. 
Mr. Rossman, who for some time has 
been in the post which Mr. Spalding 
now fills, succeeds in the southern de- 
partment R. R. Hale, who has been 
appointed agency manager at Baltimore. 

Mr. Rossman entered the Equitable’s 
service in 1920 in the cashier’s office at 
Chicago. Later he was connected with 
the office of H. F. Berls when the latter 
was resident supervisor. In the Chicago 
clearing house for the central west he 
gained broad experience in agency op- 
eration, which resulted in his promotion 
to the home office in 1929. 

Mr. Spalding joined the Equitable in 
1926 as a member of the Ed. A. Woods 
general agency of Pittsburgh. For sev- 
eral years he was educational adviser 
there and director of the agency’s school. 
He became a member of the executive 
committee and director of the American 
College of Life Underwriters when it 





was formed. He entered the home office 
late in 1928, going into the department 
of training under direction of Second 
Vice-president A. G. Borden. For the 
last six years he has supervised the 
Equitable’s educational work among 
agents, visiting many agencies and main- 
taining close contact with the field. Mr. 
Spalding is a Ph.D. 





Hann and Moore Advanced 


The Pacific Mutual Life has elected 
Alfred G. Hann as_ vice-president 
and actuary. He has been the head of 
the actuarial department for many years, 
having entered the company’s service in 
1905. H. E. Moore, junior vice-presi- 
dent, has been elected a vice-president. 
In 1897 Mr. Moore joined the old Con- 
servative Life of Los Angeles, which 
was subsequently absorbed by the Pa- 
cific Mutual. He now has charge of the 
personnel department and supervises the 
policy and renewal departments. 





Northern of Canada Assistant Actuary 


The Northern Life of London, Ont., 
has appointed J. Sinclair Dixon assist- 
ant actuary. 


O. S. Weide of Los Angeles, who or- 
ganized the Los Angeles Mutual Life, a 
chapter 4 assessment association, has 
sold it to the Pyramid Mutual Life, also 
of Los Angeles. 








LIFE AGENCY CHANGES 





W. J. Mack to Succeed Father 


Named Cincinnati General Agent of 
Northwestern Mutual—Agency in 
Family 55 Years 








_Effective Nov. 1, W. J. Mack, C. L. 
U,, becomes general agent of the North- 
western Mutual Life in Cincinnati, suc- 
ceeding his father, M. W. Mack, who is 
retiring. He is the fourth successive 
member of the Mack family as general 
agent there, representation by that fam- 
ily now being in its 55th year. 

M. J. Mack, a great uncle of the new 
general agent, was appointed general 
agent in 1878. In 1894 M. W. Mack 
was taken into partnership, which con- 
tinued until 1909. M. J. Mack died in 
1909. M. W. Mack then formed a part- 
nership with R. W. Mack, his brother. 
The latter withdrew in 1912, and M. W. 
Mack continued as sole general agent. 

W. J. Mack was appointed special 
agent in Cincinnati in 1919, following 
his graduation from Harvard where he 
secured an A.B. degree in three years, 
graduating “cum laude.’ His first year 
he produced $250,000 and has averaged 
close to $500,000 annually since, having 
paid for well over $7,000,000 in the 
Northwestern Mutual. He qualified for 
membership in the Marathon Club six 
times by writing 100 or more lives a 
year, 

The Mack agency has always been 
noted for the high quality of its busi- 
ness and in the past 14 years that gen- 
eral agencies of the Northwestern Mu- 
tual have competed for the “Conserva- 
tion Cup” offered by the late President 
Van Dyke, it has won the cup 10 times. 





Harsh Memphis General Agent 


The State Mutual Life has appointed 
J. N. Harsh general agent in Memphis, 
Tenn. He is a native of Memphis and 
a graduate of Washington & Lee Uni- 
versity. He was formerly in the auto- 
motive field in Memphis but has been 
—— life insurance there for some 
ime, 


Coast Territory Is Opened 
Great Southern Enters Six New States, 
Names E. C. Brandenburg and F. W. 
Griffin as General Agents 








President E. P. Greenwood of the 
Great Southern Life has completed ar- 
rangements ior entering the company 
into six states lying west of the Rocky 
Mountains. The general agents for the 
Pacific Coast territory will be E. C. 
Brandenburg and F. W. Griffin of San 
Francisco, who will operate as Bran- 
denburg & Griffin. 

Mr. Brandenburg represented the 
Great Southern in north Texas from 
1915-17. Since then he has been located 
in Denver with another company. 

Mr. Griffin was vice-president and 
manager of agencies for the Great 
Southern Life for about 12 years. 





Montana Life Appointments 


A. R. Graves, an agent of the Mon- 
tana Life for the last two years, has 
been appointed general agent at Salem, 
Ore. G. L. Forge, who has been general 
agent, remains with the Montana Life 
as a salesman. He desired to be freed 
from the responsibilities of a general 
agent. 

M. C. Adams returns to the Montana 
Life as general agent at Klamath Falls, 
Ore. In 1932 he represented the com- 
pany at Wilmington, Cal. 





Lowry, Keena Open Agency 

L. B. Lowry and J. B. Keena have 
opened a new ordinary office for the 
Gulf Life at 919-920 Security building, 
Miami. This agency is separate from 
the company’s industrial branch office 
there. 

Mr. Lowry is a director of the Gulf 
Life and before going to Miami was in 
the insurance business in Tampa for 
12 years. He is a past president of both 
the Tampa and the Florida Life Under- 
writers Associations. Mr. Keena, man- 
ager of the new agency, went to Miami 
a year ago as supervisor for the Aetna 





Group Insurance Covers 
The Actual Hazards 


In a recent year out of 28,000 employees in a 
well known plant, three times as many incurred 
disabling injuries at home or on the highway as 
did at work. Sickness records would have told 
the same story more strikingly. 


For this reason, employees are ready to share 
in the cost of all forms of group insurance as 
these protect against the hazards to which they 
are most exposed. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 














Life. He had been in life insurance work 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 











INDIANAPOLIS, INDIANA 


@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 
or single premium basis. Annuities include Re- 
tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 














16 





THE NATIONAL UNDERWRITER 


October 19, 19% 























MUTUAL TRUST 


LIFE INSURANCE, 


EDWIN A. OLSON 
PRESIDENT 
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“as atin vat FAITHFUL, 


_IS THE ONLY ILLINOIS MUTUAL FULL LEVEL 


PREMIUM RESERVES COMPANY AND RANKS 
WITH THE OLDEST AND LARGEST LEGAL RE- 
SERVE LIFE INSURANCE COMPANIES IN PLAN 
OF OPERATION AND RATIO OF RESERVES TO 


ASSETS. 


Receives approximately one-half of its new business from 
New England and the East and its leading Agencies are 
located in Hartford, Connecticut, and Boston, Massa- 


chusets. 


Operates East and West: 


Maine 

New Hampshire 
Vermont 
Massachusetts 
Rhode Island 
Connecticut 


New Jersey Minnesota 
Ohio North Dakota 
Michigan South Dakota 
Wisconsin California 
Illinois Washington 
lowa Oregon 
Nebraska 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 
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Hard Winter Ahead 


Goose bone prophets freely predict another hard 
winter ahead. But life insurance men who are 
properly equipped for easier selling need not 


wotry over cold weather. 


Increased production 


will keep their home fires burning brightly. 


Fidelity Offers... 


In addition to effective visual appeals which cap- 


ture attention, 


arouse interest and launch the 


agent into his selling theme in the first few min- 
utes of the interview, Fidelity workers are backed 
by a complete kit of modern policies, including 
Low Rate Life, Family Income and its famous 
“Income for Life” plan. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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OF AMERICA 


E—JERSEY CITY, NEW JERSEY 


Ordinary — Group 
‘A Good Company To Represent 


—Represent a Good Company’”’ 





CONNECTICUT a 





in Cincinnati for 13 years. He was man- 
ager of the Northwestern National Life 


‘in that city for eight years and was 


president of the Cincinnati Life Under- 
writers Association. He is now vice- 
president of the Miami association. 





Kilburn Portland, Me., Manager 


A. S. Kilburn, formerly assistant 
manager in Buffalo, has been appointed 
manager of the Prudential in Portland, 
Me., with jurisdiction over Maine and 
New Hampshire. He succeeds F. Wil- 
lis Fair, who has gone to Boston as 
manager. 





O’Shea St. Louis Manager 


Gregory O’Shea of the Central States 
Life home office has been advanced to 
manager of the St. Louis agency. 

Ten of his 14 years’ service with the 
company have been with the account- 
ing department, but his success has come 
from the extra effort he put forth. When 
the home office closed at 4:30, he was 
out to see his prospects. He has con- 
sistently made good under the double 
duty, being among the three leaders in 
paid-for production in one of the recent 


months, and always among the top- 
notchers in company campaigns and 
contests. 





New Indiana Arrangements 


The State Farm Auto and the State 
Farm Life, both of Bloomington, III. 
have severed connections with the Indi- 
ana Farm Bureau, which has been act- 
ing as state agent in Indiana for both 
companies and H. R. Nevins, who has 
been state director of the two compa- 
nies, will be in charge of the Indiana 
business. The present agency force will 
be continued. The automobile company 
writes full coverage and the life com- 
pany writes life, accident and blindness 
insurance. Business thus far this year 
shows a gain of 59 percent over the 
same period last year for the life com- 
pany and for the automobile company a 
gain of 29 percent. The life company 
operates on a stock basis, the stock being 
owned by members of the mutual auto- 
mobile company. 


Opens Des Moines Branch 


DES MOINES, Oct. 18.—The Guar- 
anty Life of Davenport has opened a 
branch in the Old Colony building, Des 
Moines, to serve holders of Register 
Life policies. The Guaranty Life re- 
cently took over the assets and busi- 











local branch is in charge of R. J. Mori. 
arty, R. H. Werges is assistant map. 
ager. 








Bankers of Nebraska Appoints 


A number of appointments are ap. 
nounced by the Bankers Life of yy. 
braska. 

Carl E. Davis, formerly special agent 
at Sioux City, Ia. has been moved t, 
Fort Dodge, Ia., and appointed super. 
visor of aJl agencies in northern Iowa, 

Harry Darling has been appointeg 
general agent at Waterloo, Ia. 

C. D. Deppe of Fort Dodge has bee, 
appointed general agent. He was for. 
merly with the Register Life. 





Cc. H. Cannon 


The Capitol Life of Denver has ap. 
pointed C. H. Cannon general agent at 
Pocatello, Ida. He was formerly with 
the New York Life. 





Opens Long Beach Branch 
C. H. Simpson, southern California 
agency supervisor for the Minnesota 
Mutual Life, recently opened a branch 
unit in Long Beach with offices in the 
Professional building. 





Ira T. Johnson 
Ira T. Johnson has been appointed 
manager at Nashville for the Volun- 
teer State Life. He has been in the J 
business about 16 years. ; 





E. T. Harvey 


E. T. Harvey has been appointed ger- 
eral agent of the Liberty National Life 
of Birmingham for the Laredo, Tex, 
district. 





The Occidental Life of California has 
appointed S. H. Covel general agent at 
Culver City, a suburb of Los Angeles. 
He was formerly with the Prudential. 
His office is at 5903 Washington boule- 
vard. 


Detroit Actuaries Meet 


DETROIT, Oct. 18.—A new plan for 
actuarial treatment of a pension system 
was proposed by A. C. Gabriel, gen- 
eral agent Midland Mutual and actuarial 
member of the city pension commis- 
sion before the Detroit Actuarial Club 
at the October meeting. J. E. Little, 
Maccabees actuary, read his paper on 
“The Interest Factors Now and _in the 
Future,” which he presented originally 








ness of the defunct Register Life. The 





before the National Fraternal Congress. 








Continues Family Traditions 















W. J. MACK 








The appointment of W. J. Mack as general agent of the Northwestern Mv- 
tual in Cincinnati to succeed his father, M. W. Mack, continues a family repré- 
sentation there which is now in its 55th year. 







M. W. MACK 
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As SEEN FROM CHICAGO 





iin 
CLEARING HOUSE MOVES 
+ The Lincoln National Chicago clear- 
| ing house office has moved to 2347 
| Field building. There are five agencies 
| clearing through it. Miss F. I. Bockius 
| is in charge. She was formerly with 
| the agency of Knox & Payne, which 
yegan when there was not a single Lin- 
» colin National policy in Chicago. The 
' clearing house, formerly known as the 
' cashier's department, is 15 years old. 
x * Ox 
SOMERS APPOINTS UNIT MANAGER 


R. W. Somers, general agent Conti- 
nental Assurance, Chicago, has ap- 
pointed E. K. Grossman unit manager. 
Mr. Grossman formerly was with the 


National Bank of the Republic and in 


1931 joined the Continental Assurance 


4 in conservation and rehabilitation work, 
' Last March he started selling life in- 
" surance and became associated with the 


Se ee 


ite cass 


Somers agency. Since March, he has 


' consistently written at least three appli- 


cations per week, 
* * x 


CAPERTON HAS ANNIVERSARY 


Over 50 applications were written by 
agents in the J. C. Caperton agency of 
the State Mutual Life in Chicago in a 
contest beginning Sept. 24 and ending 
Oct. 10, Mr. Caperton’s birthday. It 
also marked Mr. Caperton’s first anni- 
versary as general agent in Chicago. He 
was given a plaque signed by the 23 
qualifying agents on the morning of his 
birthday. 

* * -* 
GETS GOOD START IN CAMPAIGN 


In the first 12 days this month the 
Chicago agency of the Connecticut Gen- 
eral under Manager F. H. Haviland, 
taking part in the October campaign in 
honor of President Huntington’s 45th 
aniversary, wrote 102 applications for 
$502,000 volume. In the first nine 
months the agency exceeded in volume 
and premium all of its 1933 business, 
paying for $4,200,000. Manager Havi- 
land is confident that he will in October 
have his first month this year of more 
than $1,000,000 written business. 

* OK O® 
NEW AGENCY TRAINING PLAN 


Somewhat a new idea in the training 
of agents has been initiated by the W. 
A, Alexander & Co agency in Chicago. 
Four men began a two-year training 
course in which they will receive all 
around experience in the eight major 
departments of the agency, spending 
three months in each division. They 
will receive a nominal salary during this 
period and will be encouraged to write 
personal business. 

Full commissions will be allowed on 
all business written, which will be set 
aside in a reserve to be turned over to 
each man at the expiration of his course 
when he will be given an opportunity to 
do sales work. 

he idea was conceived by Wade 
Fetzer, Jr., vice-president of the agency, 
and worked out with the cooperation of 
the other agency members. 

It is Mr. Fetzer’s idea that the insur- 
ance business has lost many desirable 
men to other businesses. Banks and 
department stores, for example, have 
spent thousands of dollars in the selec- 
tion and training of their men. 

The plan is in an experimental stage 
as yet, and some of the details have 
still to be worked out. 

_Mr. Fetzer believes great opportuni- 
tles exist in the business and that a 
good man will bring out about a greater 
net profit in the end than the averagé 
man to the agency. He believes that 
the insurance business will have to find 
some such plan to select and develop 
good men to carry on in order to meet 
the competition of other businesses. 
The insurance business has had a high 
turnover and there has been much me- 











diocrity and a dearth of good men. Good 
men, however, cost money. 

The men were secured through an ad- 
vertisement in a daily paper. About 250 
replies were received. The four men 
selected after interviews with each ap- 
plicant were chosen after careful in- 
vestigation. Previous insurance expe- 
rience was not required. The men are 
about 24 years old. A college education 
was preferred, but not a requisite and 
young college graduates were not de- 
sired. 

*x* * * 
IN FOURTH ANNIVERSARY DRIVE 


A fourth anniversary campaign is 
being conducted by the D. C. Kemp 
agency of the Equitable Life of New 
York in Chicago,’ which will be four 
years old Nov. 1. The agents are 
banded together in a “Fighting War- 
riors” organization consisting of five 
regiments. These are entitled the 
Hinkle, Laird, Tuttle, Ladenson regi- 
ments and one unassigned. New agents 
placed under contract any time in Octo- 
ber will be permitted to enlist upon sub- 
mitting their first case, and will be 
invited to the birthday party and lunch- 
eon which will close the campaign. The 
leading unit will be entitled the crack 
regiment and will be especially honored. 

* * * 
WILL HEAR DIRECTOR PALMER 


There will be between 300 and 400 
attending the luncheon of the insurance 
division of the Illinois Chamber of Com- 
merce at the Stevens hotel, Chicago, 
Friday noon of this week to hear State 
Insurance Director Ernest Palmer tell 
something about the proposed new in- 
surance code. H. A. Behrens, president 
Continental Casualty and Continental 
Assurance, who is chairman of the divi- 
sion, will preside. Seated at the speak- 
ers’ table will be Walt Tower, executive 
secretary Chicago Life Underwriters As- 
sociation; N. H. Bokum, general agent 
Massachusetts Mutual Life; S, 
Schwartz, president Illinois Brokers As- 
sociation; J. S. Glidden, manager Chi- 
cago Board of Fire Underwriters; W. P. 
Robertson, associate manager North 
America; J. S. Kemper, president Lum- 
bermen’s Mutual Casualty; E. M. Craig, 
president Builders Life; E. S. Ashbrook, 
president North American Life; F. R. 
Brown, president Rockford Life; E. A. 
Olson, president Mutual Trust Life; I. 
M. Hamilton, president Federal Life; 
G. R. Kendall, president Washington Na- 
tional Life; H. B. Hill, chairman of the 
board Abraham Lincoln Life; Henry 
Abels, vice-president Franklin Life; J. 
H. Camlin of Rockford and S. E. 
Moisant of Kankakee. Messrs. Camlin 
and Moisant are directors of the Illinois 
chamber. 

* * * 


FRED BRUMMEL A CANDIDATE 


Fred W. Brummel, Democratic candi- 
date for reelection to the board of tax 
appeals of Cook county and Chicago, 
was a former well known insurance man, 
having been a partner in the agency 
firm of Brummel Brothers from 1900 to 
1913. He is a brother of Henry C. and 
Joseph J. Brummel, present members of 
the firm. Prior to that time he was con- 
nected with the old local agency of the 
German Fire of Freeport in Chicago, 
that was in charge of Manager Spangen- 
berg. Leaving the insurance field he 
went into the real estate business and 
was connected with that line until two 
years ago when he was appointed 4 
member of the board of appeals, he hav- 
ing proved to be very efficient in the 
line. He founded the firm of Brummel 
Bros. He organized the Fred W. Brum- 
mel Company, the real estate firm, of 
which he is president, in 1913. 

Brummel Brothers, in addition to its 
fire and casualty business, does consid- 
erable insurance for the Guardian Life. 


Specializing in Correct Solutions 


for Individual Problems 


Whether it’s a simple clean-up need or a many-sided 
financial program— 


"THERE'S A PLAN THAT FITS" 
Participating AND Non-Participating 
Standard Life and Endowment Policies 
Guaranteed-rate, minimum cost Estate Replenishment 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
Family Income Protection 
"5-way" Life Insurance (Accident & Sickness benefits 

included) 

Sub-Standard Insurance 
Non-Cancellable Disability Income Protection 
Modern Accident Insurance—for men and women 
Medical Expense Reimbursement Plans 


Founded 1868 
acitic Mutual Life | 
| Insurance Company sro 
GEORGE 1.COCHRAN., presioent 


Home Office Assets 
Over $198,000,000 


Los Angeles, California 





























Policies for 
Children ........ 


The ‘Open Sesame’’ to the 
- homes of the best prospects 


Agents offering the new Security Mutual Juvenile 20 
Year Endowment and 20 Pay Endowment at 64 are un- 
covering not only immediate sales on children, but adult 
clients as well. 

Cash and Loan Values and Dividends make Security Mu- 
tual Juveniles of unusual interest to insurance minded 
people and the Payor Benefit clause is especially appeal- 
ing. 


Ask any General Agent or 
write for literature and rates. 


Security Mutual Life 
Insurance Company 


BINGHAMTON, N.Y. 
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A FORTY YEAR RECORD 


More than 


Thirty-three Millions 


paid promptly to policyholders 
and beneficiaries 


All modern forms of life insur- 
ance protection for men, women, 
and children. Every just claim 
paid promptly and in full since 
establishment in 1894. Operated 
on the fraternal plan with all 
policy contracts issued on the 
Legal Reserve basis. 


BEN HUR LIFE ASSOCIATION 


Home Office: Crawfordsville, Indiana 


Edwin M. Mason 
Secretary 


John C. Snyder 


President 
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CONTINUED PROGRESS 


Monthly production gains ranging from 50 to 
150 per cent are being made regularly. 


The low rates and the unusual features of our 
certificates are recognized by the buyers of life 
insurance. 


LUTHERAN MUTUAL AID SOCIETY 


Waverly, lowa 
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Judge J. C. Karel’s Greetings 


National Fraternal Congress President 
‘ Spoke Before the American Life 
Convention Gathering 








Judge J. C. Karel, of Milwaukee, 
president of the National Fraternal Con- 
gress, in his greetings brought to the 
American Life Convention in annual ses- 
sion at Chicago, spoke on behalf of his 
organization. Judge Karel said in part: 

“You will be interested in knowing 
that outside of two members, who were 
by imperative pre-engagement precluded 
from being here this morning, that the 
members of our executive committee 
and official family availed themselves of 
your thoughtful invitation, and are in 
attendance upon this opening session of 
your convention. 


Engaged in a Common Cause 


“The National Fraternal Congress is 
composed of 84 fraternal societies, with 
approximately 9,000,000 members or 
policyholders. We are writing insurance 
on an adequate rate and legal reserve 
basis, giving options to the latest form 
of contracts or policies. In other words, 
your organization and ours are engaged 
in a common cause, and I feel that for 
the good of that cause we, the com- 
mercial companies and fraternal socie- 
ties, have been just ten years behind the 
times and neglected our opportunities. 
This year is the first time in our exist- 
ence that we have come to realize that 
through mutual understanding, earnest 
cooperation and fair play we can, get 
the public insurance-minded, increase 
our business, overcome troublesome 
problems, and become ambassadors of 
happiness, bringing courage to home 
builders, opportunity to youth, and com- 
fort to the aged. 

“TI am here to agree with you that we 
are engaged in one of God’s chosen 
professions or businesses, which is ren- 
dering real service to humanity—pro- 
tection of family and maintaining man’s 
financial security; that we should work 
conscientiously on a high ethical, con- 
structive basis, that we should play fair, 
and at all times cooperate to the fullest 
degree for the success and the welfare 
of all concerned. In doing so, there is 
no estimating our strength and power 
for the advancement and welfare of all 
mankind, for the creation and develop- 
ment of high and representative citi- 
zenship, and the instilling of loyalty and 
patriotism in the noble ideals of our gov- 
ernment and country; that the many 
and adverse problems confronting us to- 
day, due to the unparalleled economic 
depression, can only be favorably solved 
for all concerned by unified and whole- 
hearted action.” 





Candidate for National 
Commander of Legion 








PROTECTED HOME CIRCLE 
SHARON, PA. 


FOUNDED 1886 











A Legal Reserve Fraternal Insurance Society 





Benefit Certificates for Men, Women and Children. 
Opportunities for Field workers in a growing organiza- 
tion. Training classes for new workers. 


S. H. Hadley, 
Supreme President 


L. D. Lininger, 
Supreme Secretary 

















The candidacy of Frank L. Belgrano, 
Jr., of San Francisco for the post of 
national commander of the American 
Legion has been officially announced. 
The election will take place at the an- 
nual convention in Miami, Oct. 22-25. 
Mr. Belgrano is president of the Pa- 
cific National Fire of San Francisco and 
vice-president and a director of the 
Occidental Life of Los Angeles. 

Mr. Belgrano, who has been regarded 
as a possibility for national commander 
for several years, has influential backing 
at this time and a strong campaign is 
being conducted in his behalf. He has 
been very active in legion affairs on the 
coast and has served on a number of na- 
tional committees. 


The new Annuity Digest shows the 
cost, values, returns and provisions of 
Annuity, Retirement and Investment 





ion 


A.0.U.W.’s Special Campaig, 


North Dakota Society Celebrates 3, 
Anniversary of Adopting Legal 
Reserve Rates 








A special campaign is being conducte 
by the A. O. U. W. of North Dakoy 
in the remainder of the year in celebra. 
tion of the 30th anniversary of adoption 
of legal reserve rates. The slogan jg 
“Secure New Members—Stop Lapse. 
tions—Increase Reinstatements.” Braj. 
ley C. Marks, head of the order, ang 
E. J. Moore, grand recorder, are being 
honored in the drive, which is sponsored 
by home office employes and field men, 
The society has been licensed in Ne. 
braska and development of the state has 
been started. The A. O. U. W. of North 
Dakota now operates in 20 states. 

The Nebraska supreme lodge was dis. 
solved in the last year and became 3 
mutual legal reserve life company, the 
Pathfinder of Grand Island. The North 
Dakota organization has been pushing 
its business into a number of midwest 
states where local Workmen lodges 
once flourished, 15 in all. 

Edgar Bennett, grand master work. 
man A. O. U. W., was elected president 
at the fifth annual convention of the In. 
ternational A. O. U. W. congress in St. 
Paul, which was attended by delegates 
from the United States and Canada. 
Other officers are: Vice-president, C. C 
Fearing, grand recorder Massachusetts: 
secretary-treasurer, J. F. Fogarty, grand 
master workman, Washington. The next 
meeting will be held in Fargo, N. D., in 
October, 1935. J. F. Bryant, former 
minister of public works, Saskatchewan, 
and past grand master workman of the 
Canadian northwest jurisdiction, sent 
greetings. 





Pennsylvania Congress to 
Meet in Lancaster Nov. 30 





The Pennsylvania Fraternal Congress 
will meet in Lancaster, Pa., Nov. 30- 
Dec. 1. President A. P. Cox will pre- 
side. President J. C. Karel and Secre- 
tary-Treasurer T. H. Cannon of the 
National Fraternal Congress will be on 
the program. W. Teamer, executive 
secretary Pennsylvania Insurance Feder- 
ation, Acting Commissioner C. H. Graff 
of Pennsylvania and Professor A. J. 
Goldin of the Philadelphia College of 
Law, also will speak. 





Knights of Columbus Make 
Changes in Some Privileges 





R. T. Miller, former mayor of Cleve- 
land and past state deputy of Ohio oi 
the Knights of Columbus, was elected 
to the board of directors to serve the 
unexpired term of the late J. H. Carroll 
at the supreme convention held in De 
troit. The order amended the rule bat 
ring from membership any person €t- 
gaged in the manufacture or sale of 1- 
toxicating beverages, liberalizing it t 
permit admission of persons engaged ™ 
the sale of liquor in new containers only 
and for consumption on the premises. 
Two amendments to the by-laws were 
adopted, one regarding cash endowment 
options, stipulating that any insured 
member who has attained age 70 or ove! 
and is entitled in future to a half ma 
turity benefit, may now withdraw 
cash the present value of this benefit and 
of insurance of the same amount, leav- 
ing in effect one-half of such insurance. 
If this is on the level rate whole life 
plan, death benefit assessments will re 
main the same as before. 

The second amendment stipulates that 
any member insured on the level raté 





Contracts. Order from The National 
Underwriter. Single copy $3.00. 


plan who has attained age 75 or ovét 
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may withdraw all loan equities of his 
certificates in cash, thus giving up his 
insurance entirely. Under both these 
amendments persons classed as inactive 
insurance members have the same right 
gs other insurance members, but amount 
of any assessment lien or automatic as- 
sessment loan will be deducted in mak- 


ing cash payments. 





Family Income Policy of 
W.0.W., Denver, Is Popular 





The Woodmen of the World of Den- 
yer is issuing a family income policy on 
which the society does a substantial por- 
tion of its business. This is of course 
a legal reserve contract which is writ- 
ten on American Experience 3% percent 
reserve basis and is similar to the fam- 
ily income policies which have been is- 
sued for several years by many com- 
panies. ’ 

The contract in event of the mem- 
bers death prior to a designated anni- 
yersary immediately begins paying 10 
percent of the face amount and starts 
a monthly income of 1 percent of the 
face beginning on the first day of the 
month following receipt and approval of 
proof of death, and continuing for a 
designated number of years when the 
face amount of the contract is paid. If 
the member lives to a designated an- 
niversary of the policy his premium 
thereafter is reduced. 





Praetorian Man Writes 19 
Members of Alabama Family 





D. A. Pledger, field representative of 
the Praetorians southeastern office in 
Birmingham, Ala., recently wrote poli- 
cies on 19 members of one family, which 
he believes is a world record. After 
writing 15 policies during a three-day 
stay recently at Americus, Ga., he no- 
ticed a gravure-section picture of Mr. 
and Mrs. E. E. Cook of Griffin, and 
their 17 children. He decided to go to 
see them. After one sales talk to Mr. 
Cook he wrote the 19 policies. 

Among the children are five boys and 
12 girls, ranging in age from 6 to 34. 
Most of them work in their father’s 
chain of grocery stores located in sev- 
eral counties. 


Aretz Is Elected President 


J. M. Aretz of St. Paul was elected 
president of the Catholic Aid Associa- 
tion of that city at the annual conven- 
tion in Jordan, Minn., succeeding F. C. 
Keuppers. 


New Officers Are Named 


The Grand Carniolian Slovenian Cath- 
olic Union of Joliet, Ill, voted at the 
convention in Indianapolis to go on the 
American Experience 4 percent table. 
President Frank Opeka and Secretary 
Joseph Zalar were reelected. New off- 
cers are: Vice-presidents, John Germ, 
Math Pavlakovich, Joseph Leksan and 








Independent Attitude on 
Investments Essential 








The policy of trusting too implicitly 
in the judgment and unbiased attitude of 
bond houses in selecting issues for in- 
vestment, is perhaps responsible for the 
difficulties encountered by some frater- 
nals in their portfolios, according to a 
high executive officer of one of the 
larger societies. 

There are some societies which have 
placed themselves virtually in the hands 
of bond houses, accepting practically all 
recommendations and oblivious of the 
fact that the function of bond houses is 
to sell bonds and they have a great 
many different kinds of issues to place. 
A bond house may be of the highest in- 
tegrity but its desire to dispose of issues 
may influence its judgment. 

The society of which the official re- 
ferred to is a high executive, has pur- 
chased largely municipal bonds. There 
is an unvarying rule that the finance 
committee must vote unanimously in 
favor of a bond purchase before buy- 
ing. This action then is ratified by the 
board. One negative vote throws out 
the proposal. The experience under this 
policy has been excellent. Only the most 
acceptable issues get by. Whenever a 
member of the committee has the slight- 
est question about an issue, that offering 
is refused. 

It is said that unfortunately in some 
societies there is a close hookup between 
officials of bond houses and the societies’ 
officials or relatives. A member of the 
immediate family of a high executive of 
one society, it is said, conducts an in- 
vestment brokerage business, and bond 
houses which sell securities to these so- 
cieties, it is reported, must conduct the 
sale through the brokerage house, adding 
a point or two on the selling price to 
cover the fee of the intermediary. Under 
such procedure, it is pointed out, inevit- 
ably some less attractive bonds will creep 
into the portfolio. 





THE MEASURE OF AN 
INSTITUTION 


ODAY, more than ever be- 

fore, the insuring public is in- 
vestigating the stability and se- 
curity behind the organizations in 
which they are insured. 


The A. O. U. W., a legal re- 
serve insurance organization, is 
proud of its record of over 50 
years of progress. Regardless of 
wars, epidemics and business de- 
pressions, every promise to its 
policyholders has been carried out 
in full, with a steady gain in assets 
and insurance in force. 


The A.0. U. W. of North Dakota 
Home Office: FARGO, NORTH DAKOTA 











George Nemanich; assistant secretary, 
S. G. Vertin; treasurer, Louis Zelezni- 
kar; medical examiner, Dr. M. F. Onan; 
chairman bvard of trustees, George 
Brince. 


E. B. Hauke Elected President 


E. B. Hauke was elected president of 
the Sons of Norway of Minneapolis at 
the society’s convention. He succeeds 
the late Andrew Dahlen who died re- 
cently from injuries received in an auto- 
mobile accident. Mr. Hauke has been 
vice-president for some time. He has 
moved his home from Astoria, Ore., to 
Minneapolis. 


J. L. Kania Heads Order 


New officers were elected at the con- 
vention of the Polish Roman Catholic 
Union held in Springfield, Mass. They 
are: President, J. L. Kania, Detroit; 
vice-presidents, Dr. A. W. Rusin, Brook- 
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THE Security BENEFIT ASSOCIATION 


Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 


A Mutual Co- ° ; e 
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General Hos- American Experience 4% Certificates 

Pital. All Whole Life Term Certificate to Age 16 
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EXCERPTS from. 
the report of the Actuary on 1933 operation of the 


Ap ASSOCIATION FOR LUTHERANS 














“It is particularly gratifying to note that the Association was 
able to register such a splendid net gain in the amount of 
insurance in force at the end of 1933. Few societies or life 
insurance companies can point to a more favorable record in 
this respect, and I congratulate the Management upon this 
splendid accomplishment. 


“In conclusion, I extend sincere congratulations to the Man- 
agement, and to the membership in general, upon the satis- 
factory actuarial condition of the Association as disclosed by 
this report. I have no hesitancy in certifying to the fact that 
the Association is in a position to fulfill all of its contracts.” 


$1.09 of Assets for every $1.00 of Liabilities 








Alp ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


APPLETON, WIS. 




















Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L, Ekern, Pres. 


608 Second Ave. S. Minneapolis, Minn. 
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lyn, and Alexandra Bednarko, Pitts- 
burgh; secretary general, J. J. Barc, 
Chicago; treasurer, J. J. Olejniczak; at- 
torney-general, B. F. Chamski, Detroit; 
chief examiner, Dr. M. J. Badzmierow- 
ski, Chicago; editor-in-chief, F. S. Barc, 
Evanston, Ill. 


Makes Good Gains in 1934 


The North American Union Life As- 
surance of Chicago reports sizable in- 
crease in business volume since Jan, 1. 
This year was the best in new business 
since 1920.. The company will show bet- 
ter than a quarter million dollar gain in 
force. At present it has over $11,000,000 
in force and is operating in ten states. 
G. E. Todd is president. 





To Meet on Recodification 


The Virginia state insurance commis- 
sion which was created by the Virginia 
legislature in 1932 to revise, simplify 
and codify the insurance laws of the 
state, is to hold a meeting in Richmond, 
Oct. 25-26. 
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Six Modern Legal 
Reserve Contracts 





@Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
@Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

eGe 


Write for particulars and 
open territory to 


PETER F. GILROY, President 





DENVER, COLORADO 
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Sales Congress in Virginia 





Riehle, F. H. Davis and Murrell on 
Program at Richmond Event to 
Be Held Oct. 26 





RICHMOND, Oct. 18.—The Virginia 
sales congress, sponsored by the Rich- 
mond Association of Life Underwriters, 
will be held Oct. 26. Several hundred 
life men from various parts of the state 
are expected to attend. Governor Peery 
will extend official greetings. B. H. 
Walker, president Life of Virginia will 
preside at the morning session, and A. 
O. Swink, president Atlantic Life, in the 
afternoon. J. W. Tyson, general agent 
Massachusetts Mutual, is chairman of 
the congress committee. 

Speakers listed are: T. M. Riehle, 
New York, president National Associa- 
tion of Life Underwriters; Frank H. 
Davis, vice-president Penn Mutual; T. 
G. Murrell, manager Connecticut Gen- 
eral in New York City; James A. 
Smithies, superintendent of agents 
Metropolitan Life, and Alvin T. Haley, 
North Carolina general agent Massa- 
chusetts Mutual. 

* * * 


College Professor Predicts 
Changes in Life Insurance 





COLUMBUS, O., Oct. 18.—Changes 
in the life insurance business, which he 
thinks are sure to come before long 
were set forth in an address by D. J. 
Hornberger, treasurer of Ohio Wes- 
leyan University and professor in busi- 
ness management, before the Columbus 
Life Underwriters Association. 

“The time is coming,” said Professor 
Hornberger, “when part-time agents 
will be dispensed with and _ full-time 
men will be carefully trained. The in- 
surance man of the future is going to 
be a much different individual from 
what he has been in the past. He is go- 
ing to need more and more psychology, 
a better knowledge of social trends, so- 
cial thought and of economic factors af- 
fecting not only general problems, but 
those affecting the different strata and 
types of insured.” 

Continuing, Professor Hornberger de- 
clared that “companies are going to 
spend more time and money on their 
sales forces. A salesman must be care- 
fully trained and the company is going 
to be forced to put more emphasis on 
this from the general office. Much has 
been done in the way of advertising in 
the past, to be counteracted by lack of 
coordination with the field force. The 
problems of the future are going to de- 
pend more on general promotion than 
on personal promotion. 

Mr. Hornberger expressed the opinion 
that high pressure methods are on the 
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SAFE IN ALL KINDS OF WEATHER 


A Life Insurance Organization 
Must Be Prepared to Meet 
Stormy as Well as Sunshine 
Conditions Over Many Years. 


This Association Added One Quarter 
of a Million Dollars to Its Assets 
During the Last Year of the Depression. 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


EQUITABLE RESERVE ASSOCIATION 


NEENAH, WISCONSIN 








way out, that the successful sales coun- 
selor of insurance is going to stress 
service, and commissions must indirectly 
take care of themselves. He said he 
would like to see some agency set up 
by the companies to study cases of 
switching and analyze the reasons be- 
hind them. Too much insurance, he 
said, is sold with the one idea of more 
business for the company and agency, 
with too little attention to the ability, 
income and needs of the insured. 
» 


Discuss Nebraska Legislation 


A joint meeting of the Nebraska Life 
Agency Managers Association and offi- 
cials of the Nebraska Life Underwrit- 
ers Association was held in Lincoln to 
discuss legislative proposals on which 
legislative committees of both groups 
are working. Strong support was 
given to the agents’ qualification law as 
drawn and to the bill defeated last year, 
which sought to make organization of 
domestic life companies more difficult 
by adding to capital requirements. 
Dwight: Griswold, Republican nominee 
for gevernor, spoke briefly, promising 
sympathetic consideration to sugges- 
tions and proposals, if elected. 

* sf 


Hodges Ohio President 


Ray Hodges of Cincinnati, home office 
general agent of the Ohio National Life, 
was elected president of the Ohio Asso- 
ciation of Life Underwriters at the an- 
nual meeting in Columbus. Fred Sweifel 
of Toledo is first vice-president; Eugene 
C. Noyes, Akron, second vice-president, 
J. B. Davis, Columbus, secretary. The 
trustees are A. F. Tripp, Youngstown, 

E. Guthrie, Warren, C. R. Walker, 
Cleveland, and i. D. Fowler, Cincinnati. 


* 
Illinois Committees Named 


C. F. Axelson of Chicago, president 
of the Illinois Association of Life Un- 
derwriters, announces the committee ap- 
pointments for 1934-35. Chairman of 
the executive committee is J. Hawley 
Wilson of Peoria. The other members 
of the executive committee are the di- 
rectors, past presidents and the presi- 
dent of each local association or an al- 
ternate appointed by him. 

Mr. Axelson is chairman of the edu- 
cational committee, Curtis R. Light, De- 
catur, is chairman of the publicity com- 
mittee; John L. Taylor, Springfield, 
chairman legislative committee; J. Haw- 
ley Wilson, chairman extension com- 
mittee, and Walt Tower, Chicago, chair- 
man Speakers committee. 

* *K * 

Peoria, 111.—G, Franklin Ream, assist- 
ant superintendent of agencies, Mutual 
Benefit, was the speaker at the October 
18 meeting. President James W. Ross pre- 
sided. C. W. Reuling, vice-president, 
was in charge of entertainment. 

* *K A 

Fort Wayne, Ind.—Dr. S. S. Huebner, 
president American College of Life 
Underwriters, will speak the afternoon 


of Nov. 22 and will address a _ public 
meeting that evening. 
* * * 
London, Ont.—C. D. Devlin, superin- 


tendent of agencies Confederation Life, 
spoke on “Present Day Tendencies in 
Life Insurance.” 
* -k «& 
Milwaukee—Harry T. Wright of Chi- 
cago, well Known million dollar producer 
for the Equitable Life of New York, ad- 
dressed the Milwaukee association this 
week. 
* * x 
Wichita, Kan.—M. E. Garrison, mana- 
ger Wichita Association of Credit Men, 
addressed the Wichita association on 
“Life Insurance as an Aid to Credit.” O. 











L. Hill was program committee Chair. 
man.. The program was one of Several 
planned for the ensuing year in which 
local business and professional men Ww 
discuss certain phases of life insurang 
from the layman’s point of view, 

* 





Cineinnati—Each member will have 
the privilege of bringing a limiteg num. 
ber of policyholders as guests to th 
regular monthly meeting this week, Paul 
Speicher, Insurance R. & R. Service, will 
speak on “The Logic of Life Insurange» 
There are now 202 active members ang 
a new member has been added on an 
average of one a-week since July. 

* * 

San Francisco—In line with the pyro. 
gram of activities for the National aggo. 
ciation suggested by President T, M 
Riehle, the research committee of ths 
San Francisco association is centering 
its studies and efforts on the question 
of agency qualification. The committee 
is headed by C. W. Peterson, manager 
Phoenix Mutual Life and recently elected 
trustee of the National association, 

* * * 

Toledo—Charles S. Beck was elected 
president of the Toledo association 
Marius Hansen is first vice-president: 
A. J. Chase, second vice-president; Frej 
Zweifel, membership secretary; Dan W 
Harris, secretary, and W. E. Wright, 
national committeeman. 

* * x 

Montreal—At the opening meeting of 
the season George Hunt, superintendent 
of agencies Imperial Life, spoke on “Re. 
flections of Financial Independence 
Week.” The Montreal association won 
the contest for the best window display 
during Financial Independence Week, 
and Mr. Hunt presented the trophy, 
Certificates were presented to those who 
passed the examination and gained the 
Cc. L. U. degree, 

* * * 

Northern New Jersey—At the first 
luncheon-meeting of the season in New- 
ark G. B. Dorr, agency assistant of the 
McMillan agency in New York City of 
the Northwestern Mutual Life, gave a 
practical talk on the procedure of the 
sale of life insurance. Plans are under 
way for a series of all-star sales meet- & 
ings. : 

* * * 

St. Louis—Stanley Martin, John Han- 
cock Mutual Life, Columbus, 0O., spoke 
Oct. 17 on “Recognizing Your Job.” 

* O* 


Hartford—tThe first fall meeting was 
held this week. Vincent B. Coffin, super- 
intendent of agencies of the Connecticut 
Mutual Life, as speaker. He discussed ff 
at some length new trends and ideas as 
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Over Forty Years of Faithful Service 


T. F. NORRIS CO. 


REALTORS 
Specializing in Property Management 
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LIFE INSURANCE COMPANY 
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GUARANTEED 


INCOME 
CONTINUATION PLAN 


Life Insurance and/or 
Annuity combined with 
Accident & Health 


all in one contract 
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North Americon Building, Chicago 


Strong 
Progressive 


North American Life 
Insurance Company 


of Chicago 


John H. McNamara 


Founder 
E. 5 Ashbrook Paul McNamara 
resident Vice-President 








presented at the recent convention of 
the National association in Milwaukee. 
Mr. Coffin was on the program at the 
National associaticn, having been as- 
signed the task of summing up the en- 
tire meeting at its last session. J. H. 
Thompson, general agent Connecticut 
Mutual, introduced Mr. Coffin. 
* * x 


Saginaw, Mich.—A. N. Cody of Flint, 
formerly superintendent of schools there 
but a successful life underwriter for the 
past decade, emphasized the value of 
enthusiasm and hard work in getting re- 
sults in the life field. 


MANAGERS’ 
ASSOCIATIONS 


Propose Production Standard 


Detroit Managers Oppose Licensing 
Agents Unless They Write at Least 
$20,000 Their First Year 


























DETROIT, Oct. 18.—The Associated 
Life General Agents & Managers of De- 
troit approved the proposal that agents 
should not be licensed unless they pro- 
duce at least $20,000 the first year and 
at least $30,000 the second year in the 
business. 

This action was taken after H. K. 
Schoch, Aetna Life, had outlined the 
findings of the Research Bureau on the 
cost of new agents as reported at the 
managers’ session of the National As- 
sociation of Life Underwriters. He be- 
lieves these figures bear out the conten- 
tion of the Detroit organization in favor 
of a probationary license and that the 
permanent license should be issued only 
if the new agent measures up to definite 
standards of production, education, abil- 
ity and experience. 

Mr. Schoch is undertaking a study 
of the cost of putting new men to work 
in Detroit and predicted that the cost 
will be found to be surprisingly high, 
much higher than general agents and 
managers have believed. He recom- 
mended that each manager study his 
own costs in this respect and see if the 
same amount of money used to increase 
the production of the older men would 
not be a better investment. 

This data will give even more em- 
phasis to the old statement that 25 per- 
cent of the men produce 80 percent of 
the business in the average agency, he 
stated. He warned against the tendency 
to use temporary stimulation methods 
rather than long-term stimulation to 
production. 


A. B. Banks Now in Clear 


A. B. Banks, the erstwhile Arkansas 
promoter and financier, who controlled 
three insurance companies, now defunct, 
is at last free of the fear of prosecution. 
Nine indictments pending against him 
were nolle prossed by the circuit court 
in Little Rock on the recommendation 
of the prosecuting attorney. In 1931 he 
had been sentenced to one year in prison 
after conviction on the charge of ac- 
cepting deposits after insolvency of the 
American Exchange Trust Company of 
Little Rock. He was pardoned by Gov- 
ernor Parnell. His insurance companies 
were the Home Life, Home Fire and 
Home Accident, all of Arkansas. 





Prudential to Be Host 


The Prudential will be host to sev- 
eral hundred of the leading business, 
professonal and religious leaders of 
northern New Jersey at an informal 
luncheon at the home office Oct. 16 in 
celebration of the company’s fifty-ninth 
anniversary. These luncheons orig- 
inated at the company’s fiftieth anni- 
versary and were so popular that they 
have been made an annual affair. 


Puritan Life Presidents Member 
The Puritan Life of Providence, R. I., 
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Series of Educational 
Meets in Detroit Staged 


cases for nearly $13,000,000. 


financial 





troit. 








Earl W. Brailey, general agent for 
the New England Mutual in Cleveland, 
was the speaker this week in one of 
a series of educational meetings spon- 
sored by the Qualified Life Underwri- 
ters of Detroit. 
Organized Sales Presentation.” 

Developing a plan of work and work- 
ing hard at it is the best formula for 
success in life underwriting, A. P. Steler, 
million dollar producer of the Mutual 
Benefit, told the Qualified Life Under- 
writers, at the meeting last week. 

He gave a number of time-tried ideas 
out of his own experience of nearly 20 
years in life insurance. 
years he has written more than 3,500 


policy. 


derwriters Oct. 22. 
“The Part 
Estate Building.” 






Last year, 
in the face of closed banks and chaotic 
and business conditions, 
wrote $1,102,000 on 234 lives in De- 
He does not concentrate on large 
cases and said he would far rather sell 
ten $10,000 policies than one $100,000 


he 


Former Probate Judge Edwin S. Pal- 
mer will address the Qualified Life Un- 
His topic will be 
Life Insurance Plays in 








NEWS OF LIFE POLICIES 








Books, etc. 
Digest,” publis! 





New Policies, Premium Rates, Dividends, Surrender 
| Values and all Changes in Policy Literature, Rate 
lementing the “Unique Manual- 
g annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 

















pe posit by policyholders. 
EARL W. BRAILEY 


percent. 


cent. 


He talked on “The 


one 4% percent. 





Atlantic Life 


In the past 17 





ficiary will be given monthly 


The Atlantic Life has adopted 
popular form of family income contract 
which provides that if insured dies in 
20 years from date of issuance his bene- 


Canadians Cut Interest Rate 


TORONTO, Oct. 18.—The decline of 
high-grade bond yields to the lowest 
point in 20 years is reflected in the plans 
of a number of leading Canadian life 
companies to lower the interest rate on 
dividend and maturity funds left on de- 
It is understood 
that by the end of the year few, if any, 
Canadian companies will allow 5 percent 
and it is possible that in some cases 
the rate may be reduced as low as 3% 
It is probable that the maxi- 
mum rate allowed will be about 4% per- 


Eight of the leading companies are 
at present paying 5 percent, five are pay- 
ing 434 percent, one 4% percent and 


the 


income 














has been elected to membership in the 
Life Presidents Association. 








Every Day 


W. are signing new contracts 
with agents who have taken the 
time to investigate our Company 
and its record and are attracted 
by the unusually favorable con- 
dition they discover. 


Our proposition is different and 
interesting and has operated with 
ever increasing success for 
27 years. 








Agency openings in 











Illinois, Indiana, 

















Michigan and Missouri 


BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 
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IN THE DISTRICT COURT OF THE STATE OF IOWA, y payments for 240 months from date of 


IN AND FOR SCOTT COUNTY. 


STATE OF IOWA, EX REL, 
EDWARD L. O'CONNOR, 


ATTORNEY GENERAL, 


Plaintiff, IN EQUITY 


No. 380156 
vs. 


REGISTER LIFE INSURANCE 
COMPANY, 
Defendant, 
TO THE POLICYHOLDERS AND CREDITORS 
OF REGISTER LIFE INSURANCE COMPANY: 

E. W. Clark, Commissioner of Insurance of the State 
of Iowa, as Receiver of Register Life Insurance Company, 
appointed and qualified in the above entitled cause, hereby 
gives notice as follows: 

On the 7th day of April, 1934, an order was entered in 
the above entitled cause appointing E. W. Clark, Com- 
missioner as aforesaid, as Receiver of Register Life In- 
surance Company, an lowa corporation heretofore author- 
ized to write policies of life insurance. The above en- 
titled cause was commenced and said order was entered 
in accordance with the statutes and laws of the State of 
Towa for such cases made and provided. 

By subsequent orders entered in said cause it has been 
determined that the Company was insolvent and that 


its further continuance in business would be hazardous to | 


the holders of its policies and to its creditors. By such 
orders it has further been determined that liquidation 
would deprive the policyholders of their insurance protec- 
tion and preserve for them only their status as creditors 
in the liquidation based upon their respective policy cash 
values April 7, 1934. By an order entered September 26, 
1934, in said cause the Court ratified, confirmed and 
finally approved a contract entered into between said 
Commissioner as Receiver and Guaranty Life Insurance 
Company, an Iowa corporation, with its principal place of 
business in the City of Davenport, Iowa, which provides 
for the reinsurance, as therein defined, of the policy 
liabilities of Register Life Insurance Company and which 
provides that the assets which have come into the hands 
of the Receiver shall be divided; that a percentage of the 
assets shall be delivered to Guaranty Life Insurance Com- 
pany, based upon the claims of the policyholders who 
elect to avail themselves of the provisions of said con- 
tract; and that the balance of the assets shall be retained 
by the Receiver and liquidated for distribution to credi- 
tors of Register Life Insurance Company, including policy- 
holders who dissent from said contract and elect to 
accept their share of the liquidating value of the assets 
based upon their respective policy surrender values April 
7, 1934. 

Each policyholder who desires to dissent and to accept 
his status as a creditor in the ordinary course of liquida- 
tion on the basis of the surrender value of his policy shall 
evidence that desire by making proof of claim in writing, 
sworn to and filed in triplicate with the Clerk of the 
District Court of the State of Iowa, in and for Scott 
County, on or before the 26th day of November, 1934. To 
the original of said proof there shall be attached the policy 
upon which the claim is based. Said proof shall set 
forth the name and address of the claimant, the nature 
and number of each policy or contract in which the 
claimant asserts an interest, and the nature of the interest 
asserted therein, and shall indicate clearly that the 
claim is made for the amount payable thereon as of 
April 7, 1934, but need not detail said amount, which 
unless otherwise asserted shall be deemed the amount 
shown by the books of Register Life Insurance Company 
as of April 7, 1934. 

Every policyholder who does not so dissent by filing 
claim within the time prescribed will be- deemed to have 
accepted the benefits of the contract executed as aforesai. 
in the same manner as though he had in writing signified 
his acceptance thereof, and his policy will be automatically 
assumed by Guaranty Life Insurance Company in accord- 
ance with the contract. 

All creditors other than policyholders shall make proof 
of claim in writing, itemized and sworn to, and shall 
state with particularity the nature and origin of the 
claim asserted, the actual consideration thereof, when 
the same has become or will become due, whether any 
and what securities are held therefor, and whether any 
and what payments have been made thereon, and shall 
state that the sum claimed is justly due, that the claim- 
ent has not, nor has any person for his use, received any 
security or satisfaction whatever other than as set forth 
in said proof. Such proofs are to be submitted by filing 
three (3) copies thereof in the office of the Clerk of the 
District Court within the time hereinbefore prescribed, 
to-wit, on or before November 26, 1934. 

Claims other than policy claims which are not filed 
in accordance with the foregoing, and the owners thereof, 
shall be debarred from participating in any dividend or 
distribution that may hereafter be made in the above 
entitled proceeding, or from any interest in and to the 
properties and assets administered by the Receiver in 
said cause, or any proceeds derived therefrom; provided, 
however, that the foregoing is without prejudice to the 
rights of persons whose claims are adjudicated in ancil- 
lary proceedings and which are allowed in the above 
entitled cause. 

A policyholder who files his claim in an ancillary pro- 
ceeding, but who does not file his claim in the above 
entitled cause within the time and in the manner pre- 
scribed, will be deemed to have assented to and become 
bound by said contract notwithstanding such filing in 
the ancillary proceeding. Provision has been made whereby 
claims filed in the above entitled proceeding and dis- 
allowed may be proved in one of several ancillary pro- 


Of the foregoing all persons interested in the receiver- 
ship of Register Life Insurance Company will take due 
notice. 


E. W. CLARK, 
Commissioner of Insurance of the 
tate of Jowa, as Receiver of 
Register Life Insurance Company, 
COOK & BALLUFF, Attorneys, 
Davenport, Iowa, 


death. It is a combination of the “paid 
up at age 80” contract and 20-year term. 


Northwestern National 


In giving the rates of the new read- 
justment life policy of the Northwestern 
National Life, it was stated they were 
for a unit of $2,000. Instead of that 





they were for a unit of $5,000. The rates 
per $5,000 are 
r Year 
6 and 
Age 1 2 3 4 5 After 
16 47.90 52.95 58.30 63.95 69.85 76.10 
-... 44.55 49.90 55.55 61.45 67.70 
20 50.40 56.45 62.85 69.55 76.65 84.10 
-.+. 46.45 52.85 59.55 66.65 74.10 
25 54.10 61.65 69.65 78.10 87.00 96.40 
++. 49.40 57.40 65.85 74.75 84.15 
30 58.40 67.90 77.95 88.65 99.90 111.90 
-+.-- 53.40 63.45 74.15 85.40 97.40 
35 63.75 75.85 88.80 102.55 117.25 132.95 
---. 59.10 72.05 85.80 100.50 116.20 
40 71.30 87.00 103.85 121.85 141.05 161.55 
-.-. 67.75 84.60 102.60 121.80 142.30 
45 82.80 102.90 124.45 147.50 172.20 198.65 
-.-. 80.90 102.45 125.50 150.20 176.65 
50 110.90 134.20 159.45 186.85 216.50 248.55 
-... 109.20 134.45 161.85 191.50 223.5 
55 158.25 184.10 212.70 244.30 279.05 317.25 
.... 155.85 184.45 216.05 250.80 289.00 


Sun Life of Canada 
The Sun Life of Canada is increasing 
rates for single premium annuities. This 
is in line with the action of other com- 
panies desiring to keep up with the con- 
ditions of the times. 


Tri-State Agency Terminated 

DENVER, Oct. 18.—The Tri-State 
agency, which has covered Arkansas, 
Tennessee and southeast Missouri for 
the Colorado Life accident and health 
department, has been terminated and 
C. W. Beale, who pioneered this terri- 
tory, becomes territorial manager. For 
the present, A. L. McNiel, former part- 
ner with Mr. Beale in the Tri-State 
arrangement, continues in a responsible 
personal capacity with Mr. Beale. The 
Tri-State was this company’s largest 
accident and heaith agency. 


Life Men Should Sell Accident 


Life underwriters are excellent pros- 
pects for accident and health managers 
in recruiting new agents, said J. P. Col- 
lins, National Casualty agency super- 
visor and past president of the National 
Accident & Health Association, at the 
Pittsburgh Accident & Health Man- 
agers Club meeting. Mr. Collins 
stressed the closeness of life insurance 
and accident and health insurance and 
the idea that they are not competing 
lines. He says that accident insurance 
has a definite place in the proper insur- 
ance program and life agents are not 
giving their clients the full measure of 
service unless they are providing this 
protection. 





Los Angeles Forum Meets 


Roy Ray Roberts, State Mutual Life, 
president of the Life Managers Associ- 
ation of Los Angeles, spoke to the Los 
Angeles Life Underwriters Forum. He 
approved the idea of the forum as an 
exchange for constructive ideas. Vic- 
tor Pettric, million dollar producer of 
the Occidental Life, talked on the value 
of association work. He discussed the. 
National association’s annual convention. 
L. L. Archibald, Northwestern Mutual 
Life, reviewed the decision holding that 
assessment associations must levy in- 
dividual assessments on each death of a 
member instead of delaying the levy 
until five or six deaths have occurred. 
Kellogg Van Winkle, Equitable of New 
York, president of the recently organized 
California State Association of Life Un- 
derwriters, outlined the purposes of this 
group. 


McNair Heads Agents’ Club 


F. V. McNair, general agent Lincoln 
National . Life, Washington, D. C., has 
won the presidency of the Minute-Men 
club. He was first of the field force to 
qualify for the club, completing his club 
membership in 30 days. The qualifica- 
tion period is the last four months of 
1934, membership being awarded on vol- 











GENERAL AGENCY NEWS 


RRC, 





Observe Golden Anniversary 


President Sargeant of Massachusetts 
Mutual Optimistic at St. Louis 
Agency’s Celebration 


ST. LOUIS, Oct. 18—A gradual im- 
provement in business conditions 
throughout the country the coming win- 
ter may be anticipated if present indi- 
Cations are to be accepted at tace value, 
according to W. H. Sargeant, president 
Massachusetts Mutual Lite, who was in 
St. Louis for a three-day program in 
connection with the celebration of the 
50th anniversary of the founding of the 
company’s St. Louis agency, now headed 
by General Agent Chester O. Fischer. 

“The upturn will be slow and steady, 
not rapid,” Mr. Sargeant continued. “I 
am confident we shall work out our 
troubles. I am sure that this great coun- 
try of ours is not going to the dogs.” 

He expressed the opinion that the 
poor business conditions that prevailed 
in September were the direct reflection 
of the general unrest caused by the tex- 
tile strike and other labor troubles in 
recent months. 

Mr. Sargeant said there has been a 
steady decline in policy loans since the 
peak was set late in 1932 and early in 
1933, and that improvement reflects the 
betterment in the financial condition of 
the country. 

Other home office officials who came 
to St. Louis to participate in the golden 
anniversary of the local agency were J. 
C. Behan, second vice-president, and Dr. 
Morton Snow, medical director. Dr. 
Snow’s father, the late Isaac Snow, was 
the first general agent of the Massachu- 
setts Mutual in St. Louis. 


Reviews History of Agency 


Mr. Sargeant recalled that it was in 
1884 that he began his connection with 
the Massachusetts Mutual and he re- 
called many of the events which hap- 
pened in the St. Louis territory at and 
subsequent to that time. He reviewed 
the history of the St. Louis agency 
established by Isaac B. Snow, telling 
something of Mr. Snow’s career and the 
records he set. He then recalled the 
men who had served as general agent in 
St. Louis since 1884, including J. M. 
Trueworthy, W. H. Miller, Miller & 
Orr, J. S. Gross, W. J. Kind, 2nd, E. 





Dies in Car Purchased 


With Policy Cash Value 


W. H. Kaiser, who represents 
the United States Life at Roches- 
ter, N. Y., is making available for 
the benefit of other agents of his 
company the story of a policy- 
holder who was recently killed 
while he was riding in his auto- 
mobile, which he purchased last 
year with the surrender value of 
his insurance. The man killed was 
a real estate broker, aged 54. His 
car was struck by a train. 

When the policies were being 
surrendered, Mr. Kaiser called on 
the assured and endeavored to 
have him keep the insurance in 
force. At that time they were 
purchasing a new car and the wife 
was in favor of surrendering the 
policy. 

Henry Moir, president of the 
United States Life, in circulating 
this story among the agents, 
points out that the incident shows 
in dramatic fashion the need of 
life insurance from the danger 
that many women thoughtlessly 
incur when they encourage their 
husbands to spend money on lux- 
uries and take chances on life. 











ume of business secured in this time. 


As 
L. Isaacs, W. H. Herrick, W. C, Fly 
and Chester O. Fischer, who wags ni 


pointed general agent here in August 
1926. if 

It is interesting to note that in the 
past ten years the agency has attained 
the following record: 1925, $5,284 593. 
1926, $7,103,467; 1927, $6,848,801; 199; 
$9,141,520; 1929, $9,109,240; 1930, g. 
547,479; 1931, $9,186,088; 1932, $9,513. 
058; 1933, $7,825,230, and 1934 (9 
months), $6,109,000. 

Prior to Mr. Sargeant’s address fy 
was presented with a “Gold Book’ 
which expressed the esteem of the mej 
in the field for him and recorded the 
results of a 50-day campaign in honor 
of his golden anniversary with the com. 
pany commencing June 23. In this drive 
the agents of the company wrote 7,583 
applications for a total of $39,024,569 
and delivered 6,676 for $29,119,894, The 
presentation was made by George E. 
Lackey, general agent in Detroit, who 
is president of the company’s General 
Agents Association, and W. Scott 
Smith, president of the Agents Asso. 
ciation. 

The meeting was enlivened somewhat 
when Frank T. McNally, Minneapolis 
general agent, concluded his address, 
“A Word From the Field,” with a stir. 
ring attack on the “new deal” as pro- 
mulgated by some of the professorial 
advisers of the national administration. 

Earlier in the day at a meeting of the 
agency talks were made by Lawrence 
Simon, general agent in New York City; 
Messrs. Lackey, McNally, Fischer and 
others. 


Wisconsin Agency Meets 


The annual state agency meeting of 


kee with about 30 agents in attendance. 
F. W. Engel, general agent, conducied 
the meeting, assisted by Rollin Young, 
vice-president, and Frank  Budinger, 
Chicago general agent. For the fist 
nine months the Wisconsin agency 
shows a gain of 92.7 percent in nw 
business. 


Travelers St. Paul Roundup 


Fifty representatives of the St. Paul 
branch of the Travelers life department 
attended the annual “fall roundup 
there. Speakers were L. P. Allison, as- 
sistant secretary of the life department, 
from the home office, and Congressman 
Theodore Christianson of Minnesota. A. 
M. Nelson, St. Paul branch manager, 
presided. 


U. S. High Court Decisions 


WASHINGTON, Oct. 18—The U- 
5. Supreme Court has consented to 
view the case of Sarah Enelow against 
the New York Life, involving allege 


|false and fradulent answers to questiois 


in an application. 

The cases which the court refused © 
consider included: Mary H. Braukmat, 
vs. New England Mutual Life, suicide 
clause; Mary H. Braukman vs. Acti 
Life, double indemnity clause; Mary V. 
Vaughan vs. Atlantic Life, double indem- 
nity; Frank Parsons vs. Provident Mt 
tual, alleged mis-statement by agent 
writing answers of applicant; Robed 
Hazard Maher vs. Connecticut General 
accidental death. 


Life Course at Tampa 


Life insurance has been added to the 
curriculum of the University of Tamp2 
It offers full preparation for the C. L. © 
examination. The course is part of the 
school of commerce and finance, under 
W. M. Cunningham. It is open to M 
life insurance fraternity and particularly 
those who are studying for the C. L. 
designation. 

The class is conducted by M. C. Bur 














rell, manager in Tampa of the Gulf Life. 





the Franklin Life was held in Milwau- J 
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SALES IDEAS AND SUGGESTIONS 








Practical Sales Methods That Get 
Business Are Outlined by Experts 
At Sales Seminar in New York City 


Because the prospect is going to use 
normal defense habits to resist a sale, 
it is well to make the approach as indi- 
rect and natural as possible, said H. R. 
Tompkins, Connecticut General Life, 
New York City at the New York City 
sales seminar. The more important the 
prospect, the more essential is an easy, 
natural approach he said. 

“An important thing my short expe- 
rience has taught me in approaching the 
natural contact is to use as simple lan- 
guage as possible,” Mr. Tompkins con- 
tinued, “because the minute we make it 
too technical he doesn’t know what we 
are talking about and it also gives him 
the idea that you are using a canned 
sales talk. 


Gets Prospect to 
Express Major Interest 


“T have found the best way to ap- 
proach is the most natural way avail- 
able and wherever possible making the 


E prospect very quickly express his major 


interest. Sometimes this is difficult, es- 


> pecially where you make an appointment 


to call on a man for the express purpose 
of giving him your proposition. 

“In regard to referred names, I make 
it a point wherever possible to be per- 
sonally introduced and not just recom- 
mended. In asking for an introduction, 
I have found the best practice is to find 
out the names of my clients’ intimate 
friends and business associates and name 
the man you want to be introduced to. 
I have found this to be far more effec- 


tive than asking a client for an introduc-. 


tion to just somebody, for in most of 
these cases you will be introduced to 
oe who means nothing to the 
client. 


Gets Prominent Man 
to Introduce Him 


“Wherever possible, I choose an up 
and coming younger man to introduce 
me to a prominent man. My experience 
has been that where a prominent man 
introduces me to another prominent 
man, it does not mean so much as in 
the first instance. When it is impossible 
to obtain a personal introduction and I 
have just a recommendation, I always 
approach first by telephone, saying 
something like this, ‘Mr. Brown, I have 
recently completed a survey tor Mr. 
Jones, who was so impressed with the 
service that he has requested me to ex- 
plain my service to you. Would 10 
o'clock tomorrow morning be convenient 
for you?” 





In starting in life insurance, Mr. 
Tompkins said he found himself both- 
ered a good deal by his newness in the 
business, which he felt would make his 
natural contacts feel that he was not 
equipped to handle their problems. He 
found that a good solution was to build 
up a third party whom he referred to 
as the technical adviser of his office. He 
also used two charts, one containing the 
names of prominent policyholders, the 
other a list of things his office had ac- 
complished for them. In large cases he 
would sell the prospect the idea of bring- 
ing in the technical adviser to present 
the plan. 

In getting policies for analysis, Mr. 
Tompkins found it effective to ask the 
prospect the most complicated and tech- 





nical questions about his present poli- 
cies, finally saying that it would save a 
lot of time if he could get the informa- 
tion from the policies themselves. : 
Building a scrapbook of pointed in- 
formation relating to annuities, and 
particularly comparing them to other 
forms of investment is extremely valu- 
able in selling annuities, said Lester 


Einstein, Equitable Life of New York, ' 


New York City. This brings in what 
other and presumably disinterested per- 
sons have said about annuities. 


Einstein Shows Scrapbook 

Pertaining to Annuities 

Mr. Einstein showed his own scrap- 
book. One page, for example, had the 
statement in large letters that of all 
forms of property “cash is the hardest 
to manage and the easiest to lose.” An- 
other page states that “you are or 
should be faced with the problem of 
converting money into a safe income.” 
In connection with the latter, he cited 
Roger Babson’s statement that many 
men are financially independent or ap- 








Present Agency Training Plans 





The greatest fault of general agents 
and managers in dealing with prospec- 
tive agents is that they paint too rosy 
a picture of the possibilities so that 
when the new men start they fre- 
quently get discouraged before they get 
into adequate production, H. C. White, 
general agent Connecticut Mutual, told 
the Associated Life General Agents & 
Managers of Detroit in the educational 
part of the October meeting, devoted to 
“Getting the New Man Into Produc- 
tion.” 

The new agent’s first day in the 
agency, Mr. White discusses with him 
time control, working plans, asks him 
to prepare a prospect list, gives him 
motivating material to read, discusses 
the agent’s own income needs as an in- 
centive to hard work, gives him train- 
ing in prospect selection and qualifica- 
tion, stressing that he must not try to 
sell “over his head,” and teaches him a 
sales talk to get prospects. 

Demonstrate Sales Talk 


Then he gives the agent a standard- 
ized sales talk which he is required to 
memorize. Mr. White demonstrates 
the approach, the interview and the 
close, and then turns the new agent over 
to a supervisor, who goes out into the 
field with him for two days. Mr. White 
discusses with him his experiences in 
that period and goes out with the agent 
himself for a day, after which he is re- 
quired to go out alone, with help from 
the supervisor only in case of necessity. 





All agents who join the White 
agency are required to take an educa- 
tional course twice a week until they 
can pass the company’s examinations. 
Mr. White is definitely opposed to 
training the agent by technical means 
alone, and gets him into the field just 
as soon as possible, watching his devel- 
opment and correcting his mistakes as 
they arise under actual sales effort in 
the field. 


Johnson Stresses Technical Side 


A. J. Johnson, agency manager Great 
West Life, takes an opposite view of 
training, believing that each new agent 
should have a thorough grounding tech- 
nically before he goes into the field. 
Mr. Johnson uses no supervisor, but 
handles all training work personally. 
Each man gets ten full days of technical 
training before venturing to sell, and 
then is required to take 30 hours of 
additional training, an hour and a half 
each morning and afternoon. 

The men are first given a thorough 
grounding in life insurance fundamen- 
tals, then set to work on the mortality 
table, after which they are given sales 
material on retirement income policies, 
which he believes to be best fitted for 
starting the new agent. He insists that 
new men make good within four 
months. He requires complete reports 
on prospects and has found that the 
man who turns in incomplete reports 
usually proves to be a failure in the 
business. 





proaching that state by the time they 
are 45 or 55 but manage to lose their 
money by the time they are 65 due to 
the hazards of reinvestment. 

He also quoted a leading trust com- 
pany on the necessary attributes of safe 
investing: (1) diversification; (2) ac- 
curate information (not tips); (3) fact- 
finding; (4) group judgment; and (5) 
continuous attention. No individual has 
much of a chance of fulfilling all these 
conditions, and even if he could, the 
time spent would be out of all propor- 
tion to the return, the speaker said. 





MUST EXPOSE SELVES 








The average life insurance agent has 
a sufficiently adequate knowledge of life 
insurance: it is not because he doesn’t 
know what to do, but rather because he 
doesn’t do what he knows how to do 
often enough, that he falls down, said 
F. Williams, manager at New 
Haven of the Connecticut General Life, 
and former agent of that company in 
New York City. 

Pointing out that a dub photographer 
might get pictures that a professional 
would miss if the novice made a suffi- 
ciently large number of attempts, Mr. 
Williams said that somewhat the same 
situation obtains in selling life insur- 
ance—the problem is very largely one 
of increasing the number of exposures. 

An important element in a_ life 
agent’s makeup is sufficient ambition to 
make a good living so that he can do 
for himself the things he urges on his 
prospects, Mr. Williams continued, say- 
ing that it is difficult for an agent to 
carry conviction in his advice unless he 
is able to follow it himself. 





GETS CHECK WITH “APP” 








The agent should put on his most 
positive front if he wants to get the 
check with the application, said Harry 
Phillips, Jr., Penn Mutual Life, New 
York City. 

“By far the easiest way to get the 
check is to ask for it,” he said. “If a 
man has been sold an idea, signed an 
application, agreed to be examined, he 
should mean business. By our tone 
and actions he must be convinced that 
we always get a check with the appli- 
cation. If he balks, motivate and moti- 
vate some more until you get action. 

“Remember, we are most enthusias- 
tic and effective during our first inter- 
view and by getting settlement we will 
save a lot of heartaches and a lot of 
business. I admit that there are times 
when you cannot do it. The life insur- 
ance agent who works cold canvass as a 
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rule. must build Prestige first, but even 
With cold canvass We can ask. 

“I think the best time to ask for 
money is just after the Prospect has 
signed the application. As | am wit- 
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reason why he has to 
word. 


Sive every last 
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nessing his signature, I always Say, 
‘Just make your check payable to the 
Penn Mutuai.’ He doesn’t always do it, 





“JUGGLING CLIENTS” 














as you know.” 

Listing a number of typical negative 
responses to this maneuver, Mr. Phil- 
lips pointed out that the agent must 
be prepared to meet them all. It is often 
wise to tell a motivating story and then 
end i pointed phrase such as: 


it with a { , 
You want everything you are entitled 


“Juggling clients,” 
together for the mutual advantage is 
good i 
fluence, said S. C. @ 
Mutual Life, New York City. 


to, don’t you? You are entitled to the privi- Way,” he continued. “We have had the 
lege of Prepayment”; or “Never ask a Opportunity of serving a client and the 
wife, ask a widow.” Or “If I sold you | wor has been appreci- 


a policy that insured your life for 51 





weeks of the year, you wouldn’t take | job and our client becomes enthusiastic Fifteen out of every hundred “cold” | Gasses piaminiisier ith III * the 
it, would you © So just make out your | about us. We have done something for Prospects replied in the affirmative to a ae McKinlock prisons Chic: Conducted 
check.” Also, “You are not taking a | him, and before long we find ourselves | Series of direct mail letters asking for day nights fro sis 4: tage Tues- 
chance; your wife is taking all the oing business with an entirely new | permission to call. This was the expe- pen me IV 7 Vv Frid : Para 
chances,” 8roup of people, a group over whom | rience related by S, C. Barnes, Mutual alg : ti “gh , 7" ve * ye same 
It is hard to tell exactly what it is | our client has exercised his moral force. | Benefit Life, New York City. About an” Prisca nk ; 7 Johannsen 
the agent says that closes a case, Mr. | He has become our Center of influence. | half answered “no,” and the rest did lif PA ted Walte Hit Ey of 
Phillips conceded, but the important | This was all motivated by his appreci- | Not answer, but proved to be very good tual ractical s tl; “ad R i ae enn Mu. 
thing is to close as quickly and as often | ation of our work. We did something | Prospect material. et Bs q G. SB - te he, psy- 
r. Barnes’ problem was to get an | ial By, and G. z Town, Penn My. 

introduction to new Prospects and then | -U4'; €conomics. Fee is $19 per exam- 
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possible, controlling the 
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series of four sales 
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All details of a mail campaign should 
he advised. The 
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get the recipient to com- 
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Drake University’s college of com- 
merce and finance with the Des Moines 


Association of Life Underwriters is 
planning a C. L, + Teview course. 
Prof. D, F., Owens will organize and 


assisted by four in- 
Phil. Irwin, actuary, | 
agency secretary of | 
{®eed for the education of life under- 


The Baltimore C. L. U. has selected 
as president; A. 
L. W. Brown, 
us 

Dowell becomes a director. The hold- 
P. Stedman and BOC. 


Dean R. L., McClung of the college 
University of 
Southern California spoke to the Los 
- chapter on the uni- 
qualifying life un- 
C. L. U. designation 
graduated from high 
Rockwell, University 
of Southern California, described the 
and also Dr. 
University of 
expressed his 
to give definite helpful material 


Six Chicago Life Underwriters re- 
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; Olmsted, Manager Johnston & 
Clark general agency of the Mutual 
i etroit and president of the 
U. chapter, has been se- 
lected as instructor for the first section 
Cai Ab: extension course to be 
given by the University of Michigan un- 
der Prof. C. A — this fall. 





E. -A. Krueger, general agent of the 
State Life, has been elected president 
of the Indianapolis C. 1 OI 
He has been 


Carl Mc- 
ann was chosen vice-president and L. 
Holmes, secretary-treasurer. R. H. 
Habbe is chairman of the educational 
committee, 
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Diplomas were presented at the Oc- 
tober meeting of Los Angeles C. L. U’s 


by Leslie, general agent North- 
western National Life and national 
C. L. U. director. He told of the great 


education without 
buyer contact goes 
Eagle, taxation au- 
& Ernst, discussed 
information on the federal tax 


However, 





Situation, 
* *K * 
A study class for Preparation for the 
i. eB, - €xamination has been spon- 


sored by the Dallas Life Underwriters 
Association, with 22 enrolled. 














Test Aid Association Issue 


At Canton, O., L. H. Yothers has 
been found technically guilty of selling 
insurance in a company which has not 
been admitted to Ohio. It is alleged 
that he sold insurance in the Lincoln 
Aid Association of Chicago, but he con- 
tended that it was an assessment policy, 
in which membership in an organization 
was involved. It js asserted that there 
is no court ruling on the question, al- 
though the attorney general has held 
that such a contract is really insurance. 
It is understood that the court held the 
defendant guilty in order that the case 





may be carried to a higher court for a 
decision on the issue involved. 
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. RECENT COURT DECISIONS .- 
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Incontestability Is at Issue 





Period Begins to Run From Date of 
Issue Rather Than From Date 
of Delivery 





The incontestability period begins to 
run from the date of issue, rather than 
the date of delivery, the United States 
circuit court of appeals for the 7th cir- 
cuit (Illinois) has held in deciding 
against the State Mutual Life in a case 
involving the suicide clause. 

The assured, John Stapp, committed 
suicide on Jan. 27, 1933. The date of 
issue of the policies was Jan. 12, 1931, 
but the premiums were not paid and the 
policies delivered to the insured until 
Feb. 10, 1931. There was a two-year 
suicide clause. 

The court held that notwithstanding 
the clause respecting the taking effect 
of the policies on payment of premium 
and actual delivery, the instruments in- 
dicate that, for the purposes other than 
maturity of obligations thereunder to 
the insured and his beneficiaries, the lia- 
bility of the insured to the insurer is 
reckoned as from the date which the 
policies bear. For the intervening time 
between date and delivery, during which 
the insured is paying for protection 
which he does not receive, the insurer, 
while exonerated from any liability 
otherwise accruing in that interval, may 
not disregard the policy date when fix- 
ing the period for giviig full effect to 
the suicide clause. As to each of the 
policies the suicide of the insured did 
not occur within two years of the date 
of the policy. 

Void from Beginning 


The State Mutual Life contends that 
an insurance policy, if procured with the 
intent of the insured to commit suicide, 
is fraudulent and void from the begin- 
ning. The court does not perceive why 
such a fraud is any more potent in 
avoiding a policy than a fraud of any 
other nature. Evidently, in view of the 
experience of insurers as well as ‘in- 
sured, it was deemed the better part of 
wisdom to restrict the defense of sui- 
cide as against life insurance policies, 
and at the same time restrict the power 
of insurers to assume liability in case 
the suicide occurs within two years. The 
State Mutual Life at no time did any- 
thing to terminate the policies for the 
alleged fraud within the two years from 
the dates when the State Mutual claims 
the incontestability period began to 
run, 


Loss of Sight Provision 
Construed Against Insurer 








The provision in an industrial life 
policy to pay disability benefits for per- 
manent loss of sight of both eyes ap- 
plies to the case of a policyholder who 
did not have the sight of one eye at the 
time of taking out insurance and who 
subsequently loses the sight of the sec- 
ond eye. The company must pay even 
though the fact that the sight of one 
eye was gone was known to the agent 
but not to the company at the time of 
taking out the policy This was the de- 
cision of the Pennsylvania superior 
court, western district, in Elder vs. 
Western & Southern Life. The court 
held that a previous case, Humphreys 
vs. Benefit Association, 139 Pa. 264 was 
identical, The supreme court in that 
case held that this was the equivalent 
of the loss of eyesight and the policy- 
holder was entitled to recover. Although 
the Humphreys case involved a policy 
of accident insurance while the Elder 
Case is on policies of life insurance to 
which certain contingences are added, 
that makes no difference. 








Must Be a New Disease 





Illinois Court Says Provision Refers to 
Contracting Disease Between 
Application and Delivery 





Holding that the provision that a pol- 
icy does not take effect until the first 
premium is paid and the policy deliv- 
ered and received by the insured dur- 
ing his lifetime and while he was in 
good health, merely means that the ap- 
plicant has not contracted a disease be- 
tween the date of the application and 
the issuance of the policy, the Illinois 
appellate court, second district, has ren- 
dered a decision against the insurer in 
Crawford vs. Abraham Lincoln Life. 

On Nov. 12, 1932, an agent of the 
Abraham Lincoln took the policy, dated 
Nov. 10 to the insured and delivered to 
him a receipt, by the terms of which 
the Abraham Lincoln Life acknowledged 
receipt of the first premium. The in- 
sured died on Nov. 26 of that year as a 
result of a brain tumor. 

The Abraham Lincoln plea did not 
allege that there had been any material 
change in the health of the insured after 
the date of the application or that the in- 
sured contracted the disease which 
caused his death since the making of 
the application. 

In another plea, the Abraham Lincoln 
averred that the first premium was not 
paid prior to the death of the insured. 
The court held that a completed con- 
tract cannot be avoided by proving that 
the premium acknowledged in the policy 
to have been paid was not, in fact, paid. 





Assured Given Opportunity 
to Say What Answers Were 





“In view of the great number of 
agents who are soliciting business and 
the limited education of many of those 
with whom they transact business, also 
the inclination of the average person to 
rely upon the representations of the 
agent, the correct rule is that where the 
assured contends that the answers writ- 
ten in by the agent to the questions con- 
tained in the application are not the an- 
swers given by him, he will have an 
opportunity, when suit is brought upon 
the policy. to testify what the answers 
actually given by him were.” This was 
the language of the Delaware superior 


court, Sussex county, in overruling the 
demurrer of the Metropolitan Life to a 
judgment for the assured, Rust. 

Rust, suing for disability benefit, con- 
tended that the answers were written out 
by the agent, King, and the agent wrote 
incorrect answers, not the answers ot 
the assured. with respect to certain 
questions. The Metropolitan contended 
that if Rust could, but failed to read the 
questions and answers before he signed, 
he cannot deny the correctness of the 
answers and Rust is estopped from 
denying the correctness of the answers 
in the absence of any fraud on any part 
of the Metropolitan in securing the an- 
swers. 


Must Pay Double Indemnity 


Insurer Held Liable Despite Allegation 
Insured, on Running Board of 
Car, Assaulted Driver 








The Pennsylvania superior court, 
western district, has affirmed judgment 
against the Equitable Life of New York, 
which had denied liability under the 
double indemnity feature of a policy on 
the ground that the insured’s death was 
the result of his own intentional and 
wilful act, which amounted to violation 
of law. The case was Goldenberg vs. 
} Equitable Life. 

The insured died of a skull fracture 
suffered when an automobile overturned 
and fell upon him. The intentional and 
wilful acts, alleged by the Equitable 
Life, were the riding on the outside of 
a moving automobile by the insured and 
committing an assault and battery on 
the driver, thereby causing him to lose 
control of his car. 

The court stated that as to the mere 
riding on the running board or the mere 
assault in themselves, unless they were 
contributing or proximate cause, Gold- 
enberg would be entitled to recover, and 
the burden was on the Equitable Life 
to make clear that these alleged unlaw- 
ful acts were the primary cause of the 
accident. Where the defense is that 
there has been a violation of a provision 
in the policy, intended to relieve the in- 
surer from liability in a given contin- 
gency, such defense is an affirmative 
one, and the burden of establishing it is 
laid upon the insurer. The prima facie 
case made out by Goldenberg shifted 
the burden on the Equitable Life to 





establish its affirmative defense. 








Yesko Suicide Case Reopened 








A new trial was recently granted by 
the United States circuit court of ap- 
peals, 3rd circuit, (Pennsylvania) in a 
case involving the question of suicide, 
upon petition of the Prudential. 

The assured was George Yesko. The 
accidental death benefits of his policy in 
the Prudential amounted to $25,000. He 
died from the effect of carbon monoxide 
poisoning in 1930. At the trial, which 
resulted in a verdict against the Pruden- 
tial, that company offered certain evi- 
dence tending to show that there were 
strong reasons to induce Yesko to take 
his life. The trial court admitted in evi- 
dence several indictments pending in the 
courts of Pennsylvania against the in- 
sured for embezzlements, but refused to 
permit the prosecuting witness to testify 
to facts tending to show the guilt of 
Yesko and further refused to admit evi- 
dence tending to show that he had 
sufficient insurance to leave his family 
in good financial circumstances regard- 
less of peculations and financial straits. 

The Prudential excepted to the rul- 
ings but did not further argue or bring 
the point to the attention of the trial 
judge and failed to assign the rulings as 





error. A considerable time after appeal 
to the court, the Prudential filed a pe- 
tition in the district court for leave to 
file additional assignments including the 
rulings on the evidence. The court dis- 
missed the petition on the ground it 
was without jurisdiction. Subsequently 
the Prudential petitioned the United 
States circuit court of appeals for leave 
to file the additional assignments. 
Despite the fact that the petition 
comes too late under the rule of the 
court which requires that assignments 
be submitted and filed with the petition 
for appeal immediately after the appeal 
is allowed, the court may and will no- 
tice plain and prejudicial errors on the 
record, resulting from oversight. The 
principal issue before the trial court was 
whether Yesko’s death was self-inflicted 
or accidental. Any facts making it 
probable that his death was the result 
of suicide are relevant. The evidence 
rejected in this case was material in that 
it showed a motive and was properly a 
part of the Prudential’s case unless it 
should have been excluded for other 





reasons. 











Creditors Can’t Attach 
Disability Payments 








Benefits under the permanent dis- 
ability clause of a group life policy are 
exempted from attachment by creditors, 
the Pennsylvania superior court, west- 
ern district, holds in Baranovich vs. 
Horwatt et al. 

The insured was covered under a 
group policy of the United Engineering 
& Foundry Co., the Aetna Life being 
the insurer. Horwatt became perma- 
nently disabled and is entitled to $4,000. 
Horwatt had executed a judgment note 
payable to Baranovich for $460 on 
which judgment was confessed. 

The statute in question reads: “No 
policy of group insurance when paid to 
any employe shall be liable to attach- 
ment, garnishment, or other process, 
nor shall the proceeds thereof, when not 
made payable to a named beneficiary, 
constitute a part of the estate of the 
employe for the payment of his debts.” 
Baranovich contended that as the pol- 
icy includes the disability provision, it 
is dual in its nature, therefore the fund 
was not exempt from attachment. 

The court held that the intent of the 
parties was to pay benefits to the em- 
ploye or his beneficiary. It was never 
meant to be for relief of creditors. In 
passing upon policies containing dis- 
ability provisions, the courts have ex- 
pressly referred to them as life insur- 
ance policies. The benefits payable to 
the insured came within the exemption 


clause. So long as exemptions or classi- 
fications are not arbitrary, they are 
valid. 





Resumes Premium Payments 





Court Holds Acquiescence of Assured 
After Period of Disability Doesn’t 
Prejudice His Rights 





Where an insured ignorantly acts on 
the assumption that the demand of the 
insurer for resumption of premium pay- 
ments, after a period of disability, was 
rightful, the payments were made in- 
voluntarily and the insured is not 
estopped to claim that the permanent 
disability has not ceased. This was the 
decision of the United States circuit 
court of appeals for the 8th circuit 
(Iowa) in New York Life vs. Talley. 

Disability payments were made by the 
New York ‘Life for about a year and 
premiums were waived because the as- 
sured suffered an attack of infantile par- 
alysis. On Aug. 21, 1926, the New 
York Life sent notice to Talley that 
payment of premiums would have to 
be recommenced. Talley acquiesced 
and resumed payment of premiums. 

The policy provided that the com- 
pany may from time to time demand 
new proof of the continuance of total 
disability and upon failure to furnish 
such proof, or if it shall appear to the 
company that the insured is able to en- 
gage in any occupation for remunera- 
tion or profit, income payments shall 
cease and the payment of any premium 
thereafter falling due shall not be 
waived. According to the court, there 
is no showing that the company fol- 
lowed either of these two methods for 
ascertaining whether there had been a 
cessation of the disability. 

The company could not make a 
wrongful claim that disability has ceased 
and predicate an estoppel against the 
insured to deny the truth of the claim, 
upon his failure to forthwith deny it, or 
upon conduct of the insured based upon 
the assumption that the claim of the 
insurance company was true. Neither 
estoppel by silence nor estoppel by con- 
duct goes so far. 
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Dont Slave Forever--- 


O matter what people say, you 
can’t produce as much when 














you're old. Why not prepare by 
building an agency now, which will 
earn for you when it’s time to take 
it easy? Let us show you why our 
General Agencies are flourishing units 
which will assure you of a permanent 


income. 










We are particularly interested in further 
development in lowa, Ohio and Pennsyl- 
vania. If you are interested, we invite your 
correspondence. 


Founded in 1887 








LINCOLN,NEB. , 









Surplus to Total Admitted 
Assets, 19.45 per cent 


The capital and surplus of the American National as of 
December 31, 1933, was $9,788,868 or 19.45 per cent of 
total admitted assets. 


























Also, the American National has now over $514,000,000 
of life insurance in force. Life agents, looking for a per- 
manent, lucrative connection should keep these facts in 
mind. For more information about one of the most suc- 
cessful companies in the business, write to the manager 
nearest you. 


A CONTINUED CONSERVATIVE DEVELOPMENT PROGRAM 
IN EACH DEPARTMENT 


A well Diversified Line of Modern Policy Contracts, including 
Juvenile Policies, Retirement Income Policies, Salary Saving, and 
all Types of Annuities, enable our Representatives to render the 
Insuring Public the Best in Life Insurance Service. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 




















A Gain Every Month of Our Existence 


Less than Six Years Old, and 
63 Million in Force 


Country Life Insurance Company has a story to 
tell that is unequaled, we believe, so far as acquisition 
and persistence of business is concerned. 


First, our business has all been written in Illinois, 
and by our own agents. Next, it has been obtained at 
low commission expense. Further, it has stayed on the 
books through all the depression years, with remarkable 
persistence. Finally, such volume and gains are out- 
standing in legal reserve history, even though the youth 
of the Company be ignored. 


We broke our own high record by writing 
$2,593,000 in September this year. 


Country Life lends all effort to the building of a 
model Life Insurance Company. 


COUNTRY LIFE 


INSURANCE CO. 


608 South Dearborn Street 
CHICAGO, ILL. 





L. A. WILLIAMS 
General Manager 



































Outstanding Reliability 


HE Institution of Life Insurance was founded on the 
principle that theirs is the administration of a public 
trust—that funds entrusted to them must be held inviolate. 


The Friendly Company is known throughout life insurance 
circles as a company of outstanding reliability—a company 
builded to administer faithfully the money entrusted to her 
caré—a company whose reserves prove her stability. Her 
record has earned the confidence of the insuring public. 


Are you interested in a life insurance connection? Then you 
will find it pays to be friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 





FRANKFORT INDIANA 
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